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Watch the famous ''SCOTCH’”’ name 














sell masking tape for you! 


What’s the best-known name in stick-at-touch tapes? —‘“‘Scotch”’ 
brand! And now “Scotch” brand Masking Tape is packaged in 
an eye-catching counter display that does its own selling job — 
shows dozens of home uses, dozens of reasons for your customers 
to buy. 


This “Scotch” brand masking 'tape is ideal for paint masking 
because it’s got just the right amount of stretch and adhesion — 
fits curves smoothly, sticks to the job yet pulls off easily. It’s 
ideal, too, because it’s super-thin—leaves clean, sharp lines every 
time on every job. 


This superior tape construction means more satisfied customers, 
and that means more repeat business for you! 


Order ‘“‘Scotch” brand Masking Tape today. Available in % inch 
x 30 ft. (Catalog 4181) or % inch x 90 ft. rolls (Catalog #185) 
packed 12 to a display. Stock up now with the best-selling 
masking tape name ia the country! 





The term “Scotch” and the plaid design are registered trade mark: 
for the more than 100 pressure-sensitive adhesive tapes made in 
U.S.A. by Minnesota Mining & Mfg. Co., 

St. Paul 6, Minn.—also makers 
of “Scotch” Sound Recording 
Tape, ‘“Underseal’” Rubberized 
Coating, “Scotchlite” Reflective 
Sheeting, "Safety-Walk" 
Non-slip Surfacing, “3M” 
Abrasives, “3M" Adhesives. 
General Export: Minn. Mining 
& Mfg. Co., International 
Division, 270 Park Avenue, 
New York 17,N. Y. 
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See 3M Company’s TV Program “Juvenile 
Jury” on NBC Network. 
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1J—Organization of an integrated and articulate construction industry 


which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—TIdentifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
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So OC?’ for Cleaning or Reglazing 


--e-Ceco Ceconomy 
Basement Windows 


Ceco engineers studied basement window prob- 


lems, ease of operation, ease of installation, 
weathertightness. What they learned has been 
wrapped up in the popular Ceconomy Basement 
Window. Here’s a window that’s as easy to 
remove as 1, 2, 3. Just lift one side and out it 
comes. This saves home owners money in re- 
pairing. Saves work in washing too—can be 
removed inside and washed in comfort. Expertly 
engineered, the Ceconomy Basement Window 
weathers at two contacts with the same precision 
as two-point weathering in Ceco casements. 


Features of the 
CECONOMY BASEMENT WINDOWS 





5. Sash is adjustable—to partial or 
full ventilating positions. In partial 


1. The Ceconomy Window is long open position, sash deflects air up- 
lasting because it is engineered from ward, keeps drafts from blowing di- 
hot-rolled steel sections. Bonderized. rectly on occupants. In full open posi- 


tion, sash projects into the room at 
nearly a right angle, may be slid up- 
ward to any desired height. 








2. Masonry guide keeps masonry 
from crowding the jambs, assuring 
easy operation of the sash. 

6. Opens and closes easily. 
Simple operation. No side arms 
to get out of whack. Held securely 
with spring latch. 








3. Fin provides easy anchorage to : 
wall construction, allows sufficient 
room for attachment of screen. 











AVAILABLE IN 3 STANDARD SIZES 


2:8 2:88 
rose | | 
— 


SLT ISXI2.~—S2LT.15XIG.~—SCLT ‘15X20 





4. Two-point contact provides tight- 
est weatherseal. poustE 











CECO STEEL PRODUCTS CORPORATION 
re ECO General Offices: 5601 West 26th Street, Chicago 50, Illinois 


Offices, warehouses and fabricating plants in principal cities 





/n construction products CECO ENGINEERING wales the Lig difference 
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WASHINGTON REPORT 





ifter a struggle to amend SR 29 so it wouldn’t 
throw the lumber distribution industry too hard 
and too often, the Lumber Branch of O. P. S. 
gave up. The Branch has written a new piece; 
Supplementary Regulation 87 to GCPR. This 
affair applies solely to resellers of lumber and 
allied wood products. 


The regulation went into effect Jan. 22; and if 
you haven’t taken a close look at it, better do 
so. SR 87 meets the requirements of the Her- 
long Amendment; and it provides for repeated 
recalculations of ceilings by resellers to reflect 
increases and decreases in the costs, to them, 
of the lumber and wood products they handle. 


Individual retailers who are caught in a squeeze 
between their current ceilings and their re- 
placement costs can, under this regulation, 
make upward price adjustments. But if they 
elect to operate under SR 87 they must make 
downward adjustments to reflect any lowering 
of their suppliers’ prices. 


A dealer now has three options. He may continue 


under GCPR. He may shift to SR 29; though 
few lumber dealers seem able to work the start- 
ing button on that one. Or he may move in 
with SR 87. If you want to live with 87, you’re 
obliged to follow its formulas in setting the 
ceiling prices of ALL the lumber and wood 
products you sell. 


The Regulation is easier to understand than the 
usual government document. The NRLDA says 
this about it: “Boiled down, it simply means 
that a dealer may follow his usual business 
practices of applying percentage markups to 
his landed cost. His only limitation is that his 
percentage markup must not exceed the mark- 
up he was using during the base period of his 
selection.” 


Special provision for pricing has to be made if 
you’re new in business or didn’t sell certain 
items during the chosen base period. And you 
have to recalculate your ceiling prices to reflect 
decreases in your current costs within 31 days 
after receiving your lumber items; with your 
new ceilings put into effect not later than five 
days after the expiration of the 31-day period. 


So better get an official copy if one hasn’t already 
come your way. Your Association can send you 
one. Or apply to the Office of Price Stabiliza- 
tion. 


Base Period: A dealer operating under SR 87 
may choose either one of two base periods in 
determining his percentage markup; but hav- 
ing chosen one he must stick to it in making 
ALL his calculations. One period is December 
19, 1950, to January 25, 1951. The alternate 
period is May 1 through June 30, 1950. 
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From the O. P. S. Advance Release: “The base 
period price is either the highest price or the 
average price at which the reseller delivered 
the item during the base period in the same 
— bracket to a purchaser of the same 
class. 


“A class of purchaser is determined by the re- 
seller’s practice in setting different prices for 
sales to different kinds of purchasers, such as 
industrial users, retailers, public institutions 
or individuals, or purchasers located in differ- 
ent areas, or purchasers of different quantities 
or grades or under different terms or conditions 
of sale or delivery... 


“The base period cost is either the exact net in- 
voice or acquisition cost of the item, if compared 
with the highest base period price; or the aver- 
age net invoice or acquisition cost, if compared 
with an average selling price. Whether a net 
invoice or an acquisition cost is used depends 
on the cost used in pricing during the base 
periods.” 


The O. P. S. clearly has tried to simplify the pro- 
cess of price-margin calculation, as much as is 
possible under the law. However, if you glance 
over that comment, above, about different 
classes of purchasers and variants in prices due 
to different quantities, grades and terms of sale, 
it looks as though there’ll be a lot of figuring. 
It’s probably as simple as possible, under the 
Herlong Amendment. 


Sure enough, scarce metals allotted for the April- 
May-June quarter were reduced by 40 percent. 
But several things take part of the meaning 
out of this cut, when the percentage is trans- 
ferred to housing starts. One is the right to 
substitute other materials for CMP metals. 
Another is the big inventories of building ma- 
terials in the hands of building supply dealers. 


World-wide lead, copper, zinc and tin prices have 
been trickling down. Copper producers are said 
to worry over the success of efforts to find satis- 
factory substitutes. These producers fear a 
permanently shortened market, via the substi- 
tute route. 


Machine tools are still in short supply; and this is 
said to be the chief road block to defense pro- 
duction. A good many public officials thing that 
when “weapons begin to roll,” which may hap- 
2 soon, there will be defense-produced in- 

ation. 


The N. P. A., we’re told, is fixing to get out an 
order limiting the size of houses built this year. 
If this happens, the urge will be that old stand- 
by; saving critical materials. 


Those big inventories of building materials are 
expected to carry a sizable housing program 
the first half of the year. After that, better 
watch it. ‘ 

















Prefabricated and complete in one 
package. Includes famous Kennatrack 
Series 400 heavy duty track assem- 
bled to header at factory, with hang- 
ers in place. Can be installed on the 
job in 25 minutes. 








Header adjustable two ways: (1) 
Pocket end allows %4” horizontal ad- 
justment to fit rough opening; (2) Jamb 
end permits %4” 








KENNATACK. 2250! 


AMAZING NEW SERIES 800 METAL SLIDING PASSAGE DOOR 
¥ FRAME GIVES YOU ADVANTAGES NEVER BEFORE AVAILABLE! 


saves time 
saves labor 
eliminates warp 





Builders, architects and owners from coast to coast are 
demanding the Kennatrack Series 800 Metal Frame for 
sliding passage doors. This frame saves time . . . saves 
labor .. . eliminates warpage, and can easily be installed 
by anyone. Treated for rust resistance. Multiple adjust- 
ment features make fit and plumb child’s play. Designed 
for all standard 2 x 4 walls. Frames come in standard 
door widths. Secure complete facts .. . then you can see 
more clearly just what these advantages mean. 











THESE ARE 
A FEW FEATURES 














vertical adjustment, 








Door rolls smoothly, quietly on not two 











. not four... but on EIGHT Nylon 
wheels. Ball bearing axles. 














left: Wood filler strips in metal frame 
allow plaster base, stops and trim to be 
nailed or screwed in usual manner. 








WRITE DEPT. B-1 


Tema) 


Split jambs and supports also 
provide 1” adjustment for height. 











JAY G. McKENNA, inc. 


ELKHART, INDIANA 
JAY G. McKENNA (Canada) Ltd., 104 Jarvis St., Toronto, Canada 


SPECIALIZING EXCLUSIVELY IN THE MANU- 
FACTURE OF SLIDING DOOR HARDWARE 
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NEWS BRIEFS 





Steel below capacity. Operating rate for steel mills this week 
has been set at 99.4 percent of capacity, 2,065,000 tons, the Ameri- 
can Steel Institute reports. A month ago the industry operated at 
101.4 percent of capacity and turned out 2,027,000 tons of ingots 
and steel for castings. 

* * a 

U. S. encourages mobile houses. The H and HFA has invited 
producers of mobile and demountable types of houses to submit 
designs for family type housing units suited for serving the needs 
of non-permanent defense areas. The housing types called for are 
to be two and three-bedroom units and must utilize a minimum of 
critical materials and be adapted for speedy erection with limited 
manpower. The houses may use any system of prefabrication, 
whether in the factory or on the site. | 


* * * 


Comic book for coal. Promotion aimed at future customers has 
been prepared by the Bituminous Coal Institute. Designed for 
small-fry use—but definitely of interest to grownups as well—this 
booklet tells in words and pictures the story of coal: its history, 
uses, ete. Titled “The Genie Story,” the booklet should find wide 
use in schools. Interested dealers can order the booklet in quantity 
from the institute (Southern building, Washington 5, D. C.) with 
the firm’s name imprinted on the back cover. 

* * * 


Commercial building withers. The NPA has turned down 372 
—or 73 percent of the 507 late applications to build commercial 
projects in the first quarter of 1952. Only 107 of the applicants 
received allotments of steel, copper and aluminum for the pending 
period. Twenty-eight other applicants were allowed to go ahead 
because they already had the materials on hand or required very 
small amounts. Until the needs of the military and industrial ex- 
pansion programs are met, the NPA said: “there is no prospect for 
new commercial construction.” 

* * * 


Lumber stocks down. The NRLDA’s national survey at the 
end of November of retail tumber stocks shows 4,974 million board 
feet, a decline of .5 per cent from October, 1951, and 2 per cent 
from November, 1950. 

« * * 

Floors glow—bugs go. A combination floor wax and insecticide 
called “Frewax” has just been announced by a Florida manufac- 
turer. Pre-tested in homes throughout the South, the product will 
be marketed on a nation-wide basis this spring. The self-polishing 
and water-resistant item can be used on all floor coverings, varnish 
and painted wood floors. The insecticide used is said to be odorless 
and safe for human beings and pets. 


* * * 


NRLDA surveys dealers. Working through federated associa- 
tions in every state the NRLDA is rushing a quick survey of retail 
dealers on critical materials. The association feels the NPA in 
Washington, is largely ignoring the warehouse and producer in- 
ventories of strategic materials in planning allocations for ’52. 
The grass-roots survey is expected to show that dealers generally 
are able to get most of the steel, copper and aluminum they require 
from their distributors. All dealers are urged to cooperate in re- 
turning all reports promptly. 

* x x 


Workers prefer Eisenhower. The Wage Earners Forum, spon- 
sored by McFadden Publications, Inc., reports that 55.9 percent 
of its members say that they would vote for Eisenhower at this 
stage of the campaign. Other scores: Taft, 17.2 percent; Dewey, 
19.5 percent; Truman, 25.3 percent;. Warren 34.8 percent. The 
McFadden forum has some 1500 representative wage earners widely 
distributed throughout the United States. 
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ALAN E. BROCKBANK, newly elect- 
ed president of the National Asso- 
ciation of Home Builders. See else- 
where in this issue for the complete 
story of this important convention. 


N. Y. College Offers 
30 Forestry Fellowships 


Financial aid, in the form of 
30 fellowships for $900 to $1350, 
is offered graduate students in 
forestry for the 1952-53 college 
year at State University of New 
York College of Forestry, Syra- 
cuse. A number of graduate 
scholarships also will be 
awarded. 

The College will grant 25 fel- 
lowships. Five research fellow- 
ships with industrial or other 
sponsorship also will be awarded 
by the College. These five will 
go to specially qualified students 
to work on assigned projects. 

Applicants may choose among 
14 fields of forestry and forest 
products. The institution cur- 
rently has the country’s largest 
program of graduate study and 
research in forestry, with 106 
post-B.S. students and a re- 
search staff of 35 persons. 

Fellows may pursue studies 
leading to the M.F., M.S., Ph.D. 
degrees, choosing their specialty 
among forest botany, entomol- 
ogy, management, administra- 
tion, zoology, photogrammetry, 
or economics; wildlife manage- 
ment, silviculture, wood tech- 
nology, landscape and _ recrea- 
tional management, forest prod- 
ucts manufacture and _ utiliza- 
‘tion, pulp and paper manufac- 
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This pre-fit wood window unit 
is equipped with Dura-seal 


. . . the combination metal 
KE ’ j 3 weatherstrip and sash balance! 
Your jobber delivers the 
= entire unit to you completely 
assembled . . . you sell it 
U [ | to builders “‘as is”... the 
A builder saves on-site labor... 
bs ae and the home buyer gets the 


best weather protection plus 
the easiest window operation! 


@ Dura-seal’s jamb member is 

SLUG made in one piece and its 
ets conan & taaeioetl concave back surface provides 
a a flexibility which maintains 

, a constant air seal and smooth 
window operation even when 
the sash expands or contracts 
due to changeable atmos- 
pheric conditions. (Springs are 
completely covered—photo- 
graph shows cover down on 
lower sash to illustrate spring.) 


@ Full jamb weatherstripping 
provides better weather pro- 
tection, eliminates paint-stuck 
windows and improves window 
appearance. 

@ Because Dura-seal is self- 
adjusting, it assures trouble- 
free operation with no replace- 
ment or maintenance costs. 
LUMBER DEALERS! Ask your jobber 


for information on Dura-seal equip- 
ped window units. 



























Dura-seal is cut exactly to the 
pitch of the sill—another feature 
that helps make a more attrac- 
tive and efficient window. 





ture, or wood chemistry and 
plastics. 

Several awards will be made 
in early April and others in late 
May. Applications for the firs! 
award decisions should be seni 
before March 15 to Dr. Hardy 
L. Shirley, professor of forestry 
and assistant dean, State Uni- 
versity College of Forestry 
Syracuse 10, New York. 

Fellows receive $900 to $1350 
for a nine-month period, and 
are excused from paying tuition 
and laboratory fees of about 
$360 a year. They assist in 
teaching and research work for, 
at most, 15 hours a week. 


Ceiling Order Offers 


Relief for Lumber Dealers 


Effective January 22 dealers 
have the option of remaining 
under the old general ceiling 
price regulation S.R. 29 or using 
the terms of a new regulation 
titled S.R. 87. 

The only limitation on the 
option is that once a dealer de- 
cides to price under S.R. 87, the 
ceiling prices for all the lumber 
items sold must be determined 
by its provisions. 

Dealers under S.R. 87 may 
select one of two base periods; 
either the period December 19, 
1950 through January 25, 1951 
or the period May 1, 1950 
through June 30, 1950. The pe- 
riod selected must be used for 
making all base period computa- 
tions with respect to all lumber 
items. 

The new regulation provides 
that ceiling prices are to be 
determined by multiplying the 
present cost of a item by a base 
period percentage markup and 
adding the result to the current 
cost. 

Base Period Selling prices are 
determined by checking records 
and discovering the highest price 
at which you delivered the item 
in a particular quantity bracket 
to a purchaser of the same class; 
or, the average of all selling 
prices, weighted by the quanti- 
ties involved in the sales to which 
each price applied, at which you 
delivered. 

Your base period markup is 
determined by deducting your 
base period from your base pe- 
riod selling price. Base period 
cost is the net invoice or acquisi- 
tion cost of the item if you select 
the highest base period selling 
price; or the average net invoice 
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or acquisition cost if you select 
an average base period price. 
Under the terms of S.R. 87, 
you may recalculate your ceiling 
prices to reflect cost increases 
whenever you wish. You must, 
however, recalculate your ceil- 
ing prices to reflect decreases in 
your current costs within 31 
days after receipt of lumber 
expiration of the 31 day period 
items and the lowered prices 
must be offered to your cus- 
tomers within 5 days after 
permitted for recalculation. 


Foley Still Says 
800,000 Homes Possible 


Builders will be able to start 
800,000 homes this year, despite 
smaller rations of metal, if they 
draw down inventories, exercise 
“self-discipline,” and follow new 
Government rules, said Housing 
Administrator Raymond Foley. 

He did not give any details 
on these, except to say they will 
be designed “‘to reduce use of 
critical metals substantially, 
particularly copper and brass, 
without sacrifice of sound con- 
struction standards.” They will 
apply to use of materials already 
in builders’ inventories, as well 
as to incoming supplies. 

Other officials suggested look- 
ing back at rules issued after 
World War II to get an idea 
what the Government might do. 
The housing agency then put a 
15,000-square-foot limit on the 
size of new houses and banned 
summer cottages, hunting lodges 
and, all but “permanent dwell- 
ings.” 

Builders were also told to out- 
fit only one bathroom a unit, 
though they could “rough-in” a 
second bath. 

At present, there is a general 
limit of 600 pounds of copper 
and 2 tons on steel in a house, 
with variations depending on 
the number of dwelling units in- 
volved and the type of water 
pipe used. In practice, housing 
Officials say there is litttle effec- 
tive control. 


Maple Flooring Industry 
Begins Year with 


Order Backlog 

With 138, 000° 000 feet of un- 
filled orders on hand as of Jan- 
uary 1, 1952, first quarter ship- 
ments of Northern Hard Maple, 
Beech and Birch Flooring are 
expected to hold up satisfac- 
torily and compare favorably 
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WITH VAN- PACKER 


PACKAG 
MASON 


ED 
RY 


CHIMNEY 


Van-Packer acceptance among builders and contractors everywhere means 
profits gained for building material dealers. Here’s a full-profit, fast moving 
item that has all the se// features. Saves time on the job with fast installation 
in 3 hours or less. Comes completely packaged with nothing else to buy. 
Even the joint cement, roof flashing and rain cap are furnished. Under- 
writers’ tested and approved Van-Packer Masonry All-Fuel Chimney is 
fire-safe with a chimney wall of insulating vermiculite concrete and a fire- 
clay tile liner. The insulating value of the Van-Packer wall is equal to 24” 
of brick or 70” of ordinary concrete. F.H.A. accepied! 


a 
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Nationally distributed through reliable 
building material jobbers and dealers. 
Van-Packer Masonry Chimney is avail- 
able for immediate delivery anywhere. 
Write for free literature and name of 
your local jobber. 


‘Van-Packenh 


CORPORATION 


DEPT. 1302 e 209 S. LA SALLE ST. 
CHICAGO 4, ILLINOIS 


Also Manufactured and Distributed in Canada by 
C. A. McRobert and Son, Ltd., St. Laurent, Quebec 














Ready to Ship! 


V SPECIFIED 


' LENGTHS 
\\ 






DOUGLAS FIR 


Join the growing list of Air-King 
dealers who are saving them- 
selves money by getting specified 
length rafters, plates, joists, studs 
and small timbers in standard 
green Fir. 


No need to buy three cars ran- 
dom with unwanted sizes to get 
one car of desired items; you can 
buy the number of pieces in each 
length and size you need from 
Air-King. 


Shipped fast and on time. Let us 
demonstrate. 








ATR-KING 


MANUFACTURING 
CORP. 


Tigard, Oregon 














with the same period last year, 
according to L. M. Clady, Sec- 
retary-Manager of the Maple 
Flooring Manufacturers Asso- 
ciation. 

Mr. Clady said statistical fig- 
ures reported by both member 
and non-member mills, located 
in New York, Ohio, Illinois, 
Michigan and Wisconsin, indi- 
cate last year’s production of 
61,000,000 feet reflected a slight 
increase over 1950. Stocks in 
manufacturers warehouses now 
total 7,500,000 feet, and if pro- 
duction schedules are main- 
tained this year, as expected, we 
can assure builders that North- 
ern hardwood flooring will be 
available at all times in all 
grades, sizes and thicknesses, he 
said. 

“Due to the downward trend 
in non-defense building during 
the last half of 1951, shipments 
for the year declined 12% in 
comparison with 1950. The total 
shipments of 58,000,000 feet, 
however, were somewhat en- 
couraging to the industry, as 
they compared favorably with 
the boom building years of 1948 
and 1949,” Mr. Clady com- 
mented. 


In the Market Centers 


SEATTLE—Bad weather in 
much of the territory covered 
by both producing and consum- 
ing lumber areas has resulted in 
a market hard to analyze. 

This immediate area has not 
been hit as hard as many other 
sections but log shortages and 
shutdowns are common. East- 
ern Washington and most 
Oregon centers are harder hit. 
Production is expected to show 
a nose dive in next Association 
summaries. 

Coos Bay is down entirely; 
Irwin and Lyons are operating 
three or four days a week and 
Oregon-American Lumber Com- 
pany is reported two months 
behind in orders due to lack of 
logs. 

The fir market has improved. 
Dimension, boards and No. 3 
common are very strong and 
most of the mills have sixty- 
day-order files on these items. 
The strength comes largely 
from smaller production. 
Spread between green and dry 
fir lumber runs 10 to 15 dollars. 
Many mills are entirely out of 
the market. 

More activity in fir is influenc- 


ing hemlock, bringing dry di- 
mension items up four and five 
dollars. 

Scarcity of shingles due to 
small output has caused prices 
to firm and rise. No. 1 five have 
advanced fifty cents and so have 
No. 1 perfections. No. 2 perfec- 
tions bring fifty cents more and 
No. 1 Royals increased by 25 
cents. 

There is little or no change in 
cedar lumber and pine items. 
Spruce is hard to buy. 


KANSAS CITY — Unimpor- 
tant changes occurred in the 
Southwestern lumber market 
during January, with prices 
holding steady to a shade easier. 
Production was at a low ebb 
and shipments were slowed by 
bad weather. 


Many mills shaved prices a 
bit in order to develop business 
and this resulted in some wider 
ranges in price lists than usual. 

Retail yards did little buying 
and the inquiries from indus- 
trial and government sources 
provided the bulk of the activ- 
ity in recent weeks. 

Lumberman said that the 
wide differential between prices 
on the East side and the West 
side of the Mississippi river may 
shrink in the near future on 
account of the timber situation. 
Prices of standing timber on 
the East side are bringing $15 
to $20 a thousand more than on 
the West side. Current West 
side kiln dryed finished stocks 
are bringing $5 to $10 a thou- 
sand more than air-dryed lum- 
ber on the East side. 

For instance, 8-inch kiln 
dryed boards, which have been 
in very good demand until a 
few weeks ago, still are selling 
at $88 to $90, with some bring- 
ing a top of $91. East side 
prices for air-dryed No. 2 com- 
mon is $85. 

The price variance in dimen- 
sion is not quite so great, with 
the West side lumber bringing 
$90 to $82 for 2 by 4’s and other 
sizes rising to $95 for 2 by 10’s 
and 2 by 12’s. 

Many mills in the Southwest 
are working only part-time and 
have shown no disposition to 
build up their yard inventories 
at this time. Building opera- 
tions in the area are likely to 
be considerably below a year 
ago and therefore there is no 
inclination to build up a stock 
pile. 

Reports from the production 
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ARKANSAS 


Specializing in this type of working, we are 


supplying a growing list of dealers who go 
for this mill-refined, Satin-like quality material 
because it is highly profitable. Related pine 
products include glued-up stair treads, risers, 
pine paneling; sheathing, boards and 


dimension. 


| SUPERIOR 


MANUFACTURE in 
CUT-TO-LENGTH 
INTERIOR TRIM, 
MOULDINGS, 
FINISH, JAMBS 


SOFT PINE 


With your order for any of the above, we 
can load oak stair treads, risers, thresholds; 
Bradley oak flooring in our exclusive 
“Straight-line” strip*; Unit Wood Blocks*, 
Random Width Oak Plank, each unfinished 


or prefinished with our superfine penetrating 


seal and heavy-bodied wax. 


Standard of comparison quality in every shipment. Call our nearest 


representative, or address: 





BuitpING Propucts MERCHANDISER 


* Also produced in 
Beech and Pecan 


i D d il \ of frkansas 
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B.F.Goodrich 


ASPHALT TILE © 











1952 promises to be the biggest year ever for the self-installation of tile 
flooring in the home... and it’s important that you get your share of 
this rapidly growing over-the-counter business. It’s easy ... just stock 
and recommend B. F. Goodrich Flooring Products. 


One of the most popular of B. F. Goodrich Flooring Products is hand- 
some, fast-selling Asphalt Tile. Though low in cost, it gives lifetime service. 


Backed by famous B. F. Goodrich research, Asphalt Tile performs equally 
well on, above or below ground. Each individual tile has precision-cut 


edges and true corners that make self-installation easy. 


Stock and recommend B. F. Goodrich Flooring Products to earn new 
profits and win the confidence of satisfied customers. 


For descriptive literature and detailed information on how to increase 
your flooring sales, write Dept. L2, B. F. Goodrich Co., Flooring 
Division, Watertown 72, Massachusetts. 


FLOORING PRODUCc?. 





RUBBER TILE - ASPHALT TILE + VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 





area continue to reflect a short- 
age of skilled operators, which 
have been attracted to defense 
plants by higher wages. 


TACOMA—Government buy- 
ing continues to be an impor- 
tant factor in the lumber mar- 
ket, with defense requirements 
receiving particular attention. 
This is particularly true insofar 
as the plywood industry is con- 
cerned, although many other 
lumber manufacturing concerns 
also are reported to be exten- 
sively occupied on government 
orders. Manufacturers are par- 
ticularly concerned over gov- 
ernment proposals to establish 
dollars-and-cents ceiling prices 
for Douglas fir doors made in 
this area. They feel it would 
not be realistic to fix such ceil- 
ings until ceilings are fixed on 
raw materials involved or un- 
less doors manufactured from 
other materials are similarly 
controlled. Plywood manufac- 
turers also are elated over a 
decision of the Ninth Federal 
Circuit Court of Appeals in San 
Francisco just announced 
throwing out a civil action 
brought two years ago by the 
Federal Trade. Commission 
against 15 plywood manufac- 
turers and the industry trade 
association to which they be- 
long. They were accused of cer- 
tain technical violations of the 
FTC act alleged to have oc- 
curred during the period from 
1935 to 1941. A “cease and de- 
sist” order issued in 1950 is set 
aside by the present decision. 
The United States Forest Serv- 
ice has announced sale of 18,- 
450,000 board feet of timber 
from the Olympic national for- 
est to the Simpson Logging 
Company for $469,990 at a non- 
competitive. sale. The timber 
was mostly Douglas fir, with 
some hemlock, pine and cedar. 
The Tacoma Smelter has com- 
pleted arrangements for pur- 
chasing 3,000 Douglas fir poles 
monthly from the St. Paul & 
Tacoma Lumber Co. An unique 
feature of the agreement is that 
the poles are to be cut from 
scientific thinnings. This is be- 
lieved to be the first agreement 
of its kind in the Pacific North- 
west. The poles are used in 
smelting copper at the Ruston 
plant near here. 


BALTIMORE—The year 1952 
got off to a pretty good start 
in the opinion of most Balti- 
more lumber yard managers. In 
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4 IMPORTANT REASONS WHY 


NATIONAL LOCK HARDWARE 
d ypecify and We 


hi National Tutch Latch 


Proven popular, this fine item for use on wood cabinets opens 
doors automatically with gentle touch of finger, wrist, elbow 
or knee. Easily installed. It's hidden from external view when 
door is closed. Inexpensive to purchase, profitable to sell. 


CABINET HARBWARE 
‘ we cnwomen 


No. 129 Cabinet Hardware Assortment 


This assortment of beautifully-styled, chromium finish cabinet hardware 
requires only a small investment, yet answers a big part of all normal re- 
quirements. Complete with compact counter display board to help you'sell. 


Builders Hardware 


A broad line of quality builders hardware. Butts, hinges, 
~ .» sash lifts, sash locks, barrel bolts, continuous ‘hinges . 
ST Te aisllre Mm Colm tre Pen Zell (ele) (-Maceluimell-Mel-Jol-lalele] ol (-Mioll]ca-m 





Order from 
Your Supplier 


Ball Bearing Casters 


Look to National Lock to fill your caster requirements. An extensive 
selection of all types is promptly available. Packaged in sturdy cartons. 


Distinctive Hardware... From WV hue 
N, NATIONAL Lock COMPANY 


4 
4) 


‘i] Rockford, Illinois e Merchant Sales Division 
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general, the weather has been 
favorable for continuance of 
construction schedules, with De- 
cember building permits show- 
ing a good volume of work for 
the projected winter and spring 
season. 

Shipyards are increasingly 
busy, with new work of substan- 
tial nature contracted for dur- 
ing January. The yards are 
using vast quantities of lumber 
as many ships are being brought 
out from the “mothball’’ fleet. 





Several large orders have been 
placed for heavy selected struc- 
tural timber. 

Firms engaged in cooperage 
also have been receiving steady 
orders, for tanks large and 
small, and for barrels. 

Yards serving furniture fac- 
tories also report some pickup 
from those sources. 

Prices seem a bit firmer along 
the line. Nearby Southern pine 
in the longer lengths is up 
around $5 from a month to six 








@ Specially Treated Stain. 
Exclusive Interlock & Ven- 
ti Features. 


@ 5 Quarter Frame. Exclusive 
Territories Available. Price 


List & Sample on Request. 
IT’S PRICED FOR 


VOLUME BUSINESS 
PAPOOSE — the most economical 
Redwood 


| MANUFACTU 


16 


FEATHER 









weeks ago. For example, 2 x 4 
from 14 to 16 feet in length are 
being delivered for $85 per M 
in contrast to $80. The 10 to 
12 foot lengths are holding 
around $70, unchanged. In the 
heavier material, 2 x 8 x 14 and 
16, the price is $89 compared 
with $84. 

In the long leaf from farther 
South, the 2 x 10s in longer 
lengths are being brought in 
for $95, some for $98, up $5, 
and the 2 x 12s are $100 approx- 
imately, also up $5. 

Fir from the West Coast is 
firming up again, and some 


m: 










“When are you going to build us some 
bookshelves?” 


Courtesy Lil-Ad Features, Santa Ana, Cal. 











dealers are once more reporting 
a complaint—mills loaded up 
now with orders are filling them 
from the top at higher prices 
than from the batch which had 
been on file for some time. Yard 
owners, dependent upon a 
steady flow, don’t like this. 
Latest delivered quotation on 
No. 1 fir, 15 per cent No. 2, is 
around $106. 

Canadian spruce is in steady 
demand, but one dealer reported 
cancellation of an order when 
delivery was blocked. Selected 
common grade for scaffold 
planking price, if delivered, now 
runs around $100 for 2, 3 and 
4-inch lumber. 

There is little to report on 
the hard woods, the best grades 
still holding around the top. 

Building permits for the ful! 
12 months of 1951 for the Balti- 
more metropolitan district 
showed a total of $172,214,850, 
second all-time high. Previous 
peak was $184,324,812 for 1950. 

In that total, construction 
permits were issued for the 
building of 13,100 family dwell- 
ing units, valued at $106,478,000. 


Lumber—National 


Lumber shipments of 498 
mills reporting to the National 
Lumber Trade Barometer were 
2.2 percent below production 
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include these 2 new 
your sales plans for ’52 





Heavy-duty BULLNOSE 
OUTSIDE CORNER CAP 
(available for right 
or left hand returns) 


Heavy-duty BULLNOSE CAP 












Tl CERMAK TILES 
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Outside Corner Stripe 















ET your 1952 sales off to a record start. 
Display the new Cermak Bullnose Cap 
tiles, featuring broad butted edges for easy instal- 
lation ... beveled edges for a softer, tufted ap- 
pearance. Their generous depth gives a finished 
appearance and new beauty to every installation. 


With Cermak’s complete line of tiles you are 
sure of selling the most discriminating customer. 
At no time has the quality of Cermak plastic wall 
tiles been sacrificed. They are second to none for 
lasting beauty and sound design. 





ve 
Outside Corner Field Outside Corner Co 
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3% 


2% You sell the best when you sell Cermak! 



































* 4% y 
de Corner Cap 
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Stripe 
Feature Strip Cap Tile . 
Quarter Tile 
PLASTIC WALL TILE 





Promeers in the Plastic Tile Industry 4 a 
CERMAK TILE COMPANY, INC. | 


4901 Brookpark Road ° Cleveland 29, Ohio 


IN CANADA: BUILDERS FLOORING @& MILLWORK, LTD. . HELENS AVENUE, TORONTO 
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Everybody’s Buying 
WORK-SAVER TOOLS 


Every one of your customers is a pros- 
pect for one or more of these PORT- 
ABLE electric tools for doing jobs 
easier—faster and better around the 
home, on the farm, and in the shop. 


PORTABLE offers a variety of tools 
that will appeal to your customers in 
attractive streamline design, perform- 
ance, light weight, and handling ease— 
each tool an outstanding competitive 
value in every way. 

To the dealer, PORTABLE tools mean 
sales turnover at a good profit, and 
repeat business for other tools, ac- 
cessories, and attachments. 


Model 1950 Zephyr %”" Electric Drill 
Modern, stream- 
line design, light 
weight, full 4” 
capacity. Horizon- 
tal and adjustable 
drill stands easily 
multiply drill uses. 





Consistently advertised nationally 


Model 510 Zephyr 1/2” Electric Drill 
with removable side handle for close- 
quarter drilling. Weight only 9 Ibs. 2 oz. 


to your customers in The Saturday 


DET 
(REF 


Evening Post, Country Gentleman, 
Popular Science, Popular Mechanics 





Don't delay. Ask your wholesaler today, or 
write direct for profitable dealer plan with 
window and counter displays and other 
merchandising helps. 





Spraymaster SM-25 
Complete Portable Paint Spray Outfit 





Model 625 Zephyr Electric Hand Saw Model 400 Hi-Power Bench Grinder 
The Saw with All the Features. 4” x V2" fine and coarse wheels 
Saw tables available in bench or floor models. 


PORTABLE ELECTRIC TOOLS, INC. 


335 West 83rd Street, Chicago 20, Illinois 


In Canada. Portable Electric Tools. Ltd.. 369 Danforth Rd., Toronto 13, Ont 
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for the week ending January 
19, 1952. In the same week new 
orders of these mills were 15.8 
percent above production. Un- 
filled orders of the reporting 
mills amounted to 41 percent of 
stocks. For the reporting soft- 
wood mills, unfilled orders were 
equivalent to 25 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
55 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 1.7 percent below 
production; orders were 16.7 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 97.3 percent above; ship- 
ments were 73.0 percent above; 
orders were 75.6 percent above. 
Compared to the corresponding 
week in 1951, production of re- 
porting mills was 12.9 percent 
below; shipments were 23.1 per- 
cent below; and new orders 
were 25.6:percent below. 

















“1 still think it would be better to 
buy our lumber already cut!” 
Courtesy Lil-Ad Features, Santa Ana, Cal. 


Southern Pine 


Production of Southern Pine 
by 115 mills for the week end- 
ing January 19, 1952, totaled 
18,837,000 feet, or 1.50 percent 
above the three year average. 
Orders for the week ran to 18,- 
799,000 feet, 1.30 percent above 
the three year average and 0.20 
percent below production. Ship- 
ments for the week were 18,108,- 
000 feet, 3.87 percent below pro- 
duction. Unfilled orders totaled 
45,460,000 feet. 


Western Pine 


Production of Western Pine 
and Associated Woods by the 
101 mills reporting to the West- 
ern Pine Association for the 
week ending January 24, 1952, 
totaled 42,056,000 feet. This 
compares to 57,690,000 feet for 
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Removable Sash Cut Window Installation Costs 
...90 Use ANDERSEN Pressure Seal Window Units 


Instant removability of Pressure Seal 
sash saves builders plenty! Keep sash out 
of opening during rough construction. 
Paint them out of the opening, saving 
hours of clean-up time. No stops to set. 
No balances to hang. It all adds up to 
many hours saved on every home. 
Exclusive, thumb-controlled Pressure 
Seal action is the secret. See it! Try it! 


NOW AVAILABLE WITH HANDY 
COMBINATION STORM-SCREEN 





The new Andersen Combination Storm- 
Screen completes the Pressure Seal Unit 
with the slickest combination you ever 
saw! Full-length screen, reinforced with 
aluminum center bar. Two lightweight 
storm panels slip into place from inside 
the home. Screen provides extra insula- 
tion in winter, hangs and opens like any 
standard screen or storm sash. 





—— 


MANUFACTURED BY CS@ptelersest Cosporalion 


BAYPORT * MINNESOTA © FAMOUS FOR 



















































SASH ARE 
INSTANTLY 
REMOVABLE 

No tools, 
No struggling 























Te 





SIMPLE TO REMOVE Pressure Seal sash. 
Open sash fully. Keep levers depressed. 
Move sash slightly to left. Swing out of 
opening and remove. 


HOMEOWNERS LOVE IT!—this Andersen 
double hung window with sash that lift 
right out. Permits cleaning the window and 
changing Andersen Combination Storm- 
Screen quickly and safely from inside the 
home. 

Want more information? See your 
WINDOWALLS distributor or write Andersen 
Corporation, Bayport, Minnesota. 





Sell Andersen WINDOWALLS 
For Remodeling Profits 


Government regulations are tough on new 
building, easy on home improvements and 
additions. So you'll sell remodeling to keep 
up your profits! 


, Increase those profits with WINDOWALLS. 
For porch enclosures. For extra rooms. For 
dormers in unfinished attics. Nationally 
famous WINDOWALLS will help you sell the job! 








the same period a year ago. 
Shipments for the week ran to 
45,249,000 feet, 7.6 percent 
above production. For the same 
week last year shipments were 
76,481,000 feet. Orders for the 


week were 52,727,000 feet as 
compared to 88,096,000 feet a 
year ago. Unfilled orders at 
197,249,000, while gross stocks 
for the week end totaled 814,- 
401,000 feet. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. ¢ D 
5 105.00 
Flat Grain Flooring 


93.00 
105.00 


Drop Siding 


1x6 (Pat. #106) .145.00 
1x6 (Pat. #116).145.00 


Ceiling 


105.00 
105.00 


80.00 


115-125 80.00 


1x8 3 1x12 
Oe. 3 occ cy 71.00 : 76.00 
mG. SD +e Om 62.00 : 69.00 
1 a ees © 56.00 53.00 61.00 


No. 1 Dimension 
_12’ 14’ 16’ 18’ 20’ 
78.00 81.00 78.00 78. 00 
77.00 78.00 82.00 
77.00 77.00 78.00 
77.00 77.00 79.00 
77.00 77.00 79.00 


(Add $10-$15 for dry lumber) 





WESTERN PINES 


Ponderosa Pine 
Selects 
5/4 RW 
and 
6/4 RW 8/4 RW 
255.00 260.00 
No. 1 No. 2 


130.00 


Selects 
S2 or 48 4/4 RW 
C&Btr RL ...245.00 


Commons 
2 or 48 


Idaho White Pine 
Selects 

S2 ‘or 48 1x6 x8 
sonar. RL 250, 0 265.00 270 00 265.00 
RL 205.00 225.00 230.00 235.00 
Fao dy $2 or 48 No.1 
1x 8 147.00 
147.00 


No. 2 
135.00 
135.00 


No. 3 
100.00 
100.00 
Sugar Pine 
Selects 
$2 or 48 4/4 ef os Bf 6/4 pe pod 
386, 00 398. 00 
255.00 260.00 
No. 2 No. 3 
130.00 
130.00 
130.00 


SOUTHERN PINE 


Vertical Grain Flooring c 
180.00 


155.00 
190.00 
Drop Siding 

1x6 (Pat. #106).195.00 
1x6 (Pat. #116).195.00 

Boards & Shiplap 
1x6 1x8 1x10 
No. 1 ...135.00 135.00 140.00 
No. 2 ... 83.00 88.00 88.00 
me. & «ce Faee 80.00 80.00 
No. 1 ee sao 

1 , 


185.00 
185.00 


14’ 18’ 
2x 4 93.00 94.00 106.00 
2x 6 89.00 89.00 100.00 
2x 8 92.00 92.00 100.00 
2x10 102.00 103.00 111.00 
2x12 108.00 108.00 119.00 

No. 2 Dimension 

86.00 87.00 
82.00 83.00 
82.00 83.00 
86.00 87.00 
86.00 87.00 


2x12 61.00 





REDWOOD 


Finish 
A&Btr Siding 
A&Btr Siding 
A&Btr Siding 


Prices for redwood siding in 
cars, new bundling, 6 to 18 are: 
Beveled Siding, % Inch 


Finish, B and Btr, S2s or 4S, 
6-16’ or Rough 
145.00- “118.00 .00 


Ceiling or Fiooring, 
B and Btr., 9-16’ 


D 
85.00 
85.00 


Cc 
97.00 
97.00 
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ENGELMANN SPRUCE 


Boards and oe 

(dry) x6 1x8 1x10 1x12 

No. 2&Btr. tT02.00 105.00 105.00 107.00 

No. 3&Btr. . 82.00 84.00 85.00 84.00 

No. 1 Dimension 
12’ 


2x 4 72.00 
2x 6 69.50 
2x 8 69.50 
2x10 69.50 
2x12 72.50 
No. 2 Dimension 
2x 4 63.00 63.00 
2x 6 63.00 63.00 
2x 8 63.00 63.00 
2x10 63.00 63.00 
2x12 63.00 63.00 
(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 Dimension sepa- 
rately as in fir.) 


So 
orencn Een Oo 


oo = momcoRocot 
7 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc D 
BIG -cniete ra se wa wee ¢ 150.00 140.00 100.00 
Flat Grain Flooring 
ae ere 135.00 
MD aha anes coe. eae 155.00 
Drop Siding 
1x6 (Pat. #106).145.00 
_ 1x6 ( Pat. #116).145.00 


125.00 93.00 
150.00 100.00 


135.00 
140.00 


105.00 
105.00 
105.00 100.00 60.00 
‘ 110-120 105-115 90.00 
Boards and Shiplap and 2” (dry) 
1x6 1x8 1x10 1x12 
No. ahead 80. 00 §2.00 $2.00 82.00 
NWO. F ..6<5 800 77.00 77.00 77.00 
No. 3 62.00 64.00 64.00 64.00 
No. 1 Dimension 
12 1 16’ 18’ 20’ 
84.00 84.00 84.00 
81.00 86.00 86.00 
81.00 81.00 86.00 
81.00 81.00 86.00 
$1.00 81.00 86.00 


2x 4 Sr.00 
2x 6 81.00 
2x 8 83.00 
2x10 = 81.00 83.00 
2x12 81.00 81.00 
No. 2 Dimension 
2x 4 78.00 78.00 80.00 79.00 79.00 
2x 6 77.00 77.00 78.00 79.00 79.00 
2x 8 74.00 74.00 75.00 5. 75.00 
2x10 74.00 74.00 74.00 - 74.00 
2x12 2.00 72.00 72.00 , a 72.00 
3 Dimension R/L Only 
4 


81.00 
81.00 
81.00 





OAK FLOORING 


Clear Pin @#x2% #§x1% %x2 
White ..195.00 165.00 145.00 
Red ....195.00 165.00 145.00 

Sel Plain 
White ..165.00 145.00 125.00 
Red ....165.00 145.00 125.00 

#1 Common 
White ..145.00 115.00 
Red ....145.00 115.00 

#2 Mixed .100.00 75.00 

15” Shorts 


--110.00 


ee 85.00 
#2 Com, .. 85.00 


65.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 18’ are: 
Beveled Siding, % Inch 


%x4 inch ‘ x 50.00 
%x5 inch i z 55.00 
%x6 inch 5.00 90.00 75.00 
%x8 inch L 95.00 
Clear Bungalow Siding, 34 Inch 
8 inch 0. 178.00 130.00 
10 inch 180.00 175.00 145.00 
12 inch 190.00 185.00 150.90 
Finish, B and Btr. S2 or 4S, 
6’ = ad or rough 


x12 250.' 
Ceiling or flooring, B pee Btr. 9-16’ 
Bé&Btr. C 


100.00 90.00 
115.00 = 95.90 


1x4 3 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8,000— 
Listing under 4.00—list plus 35 per 
cent. 7 
Listing 4.00 and over—list plus °%5 
per cent. 
ome — 6-16”, 5-16’ 
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EDITORIAL 


*he ABC’s of Personal Progress 


/ time-tested prescription for getting ahead in the world 


AWARENESS: Be aware of what is going on 
around you. Bring a pair of fresh eyes to your 
environment. Cultivate the habit of comprehen- 
sive observation. Be alert to people and events. 

See the new, significant, and important facts. 
kelate their significance to your growth and ad- 
vancement. 

Cultivate the ability to see through and around 
a problem. Have width and depth in perception. 
Find the real problem that underlies the apparent 
one. 

Develop the ability to see what needs to be 
done. Supervision requires super vision! Recog- 
= Opportunity when she knocks and invite the 
ady 1n,. 

BOOKKEEPING: Cost consciousness and profit 
mindedness will mark you as promotable. Book- 
keeping is the mathematics of cost and profit. 
Master the philosophy and technique of double- 
entry accounting. Learn how to prepare a trial 
balance, how to analyze an operating statement 
and to appraise a financial statement. 

Develop a true sense of values. Budget your 
personal and family expenditures. Keep a record 
of your personal assets and liabilities as you grow. 
Maintain a running record of your progress. 

CREDIT: Good credit is a life-long asset. Credit 
standing alone will not assure advancement but 
without it you may be by-passed regardless of 
other attributes. 

Demonstrate the ability to save, and to invest 
your savings in money-earning projects. Be smart 
about money—show that you know how to spend, 
save and invest, and your management will trust 
you with theirs. 

Credit when coupled with Capital, Character 
and Capacity, are the most prevalent attributes 
0: men who have reached the top in business. 

DECISIVENESS: ‘‘Make up your mind, 
Buddy!” Decisiveness is based on possession and 
widerstanding of facts plus firmness of convic- 
tion. Get and weigh all the facts regarding the 
problems under consideration and then make 
prompt and impartial decisions. 

Practice (silently) making the decisions re- 
qvired of the executive holding the job you seek. 
Keep a secret record of your batting average 
compared with his. 

Even when the pros and cons are 50-50 make 
Wiat you believe is the soundest decision—it is 
the mark of the man with a future. 

EMOTIONAL STABILITY: Calmness, poise, 
pitience, steadiness and coolness—especially un- 
der stress—will attract favorable attention to 
ycu. Don’t laugh too loud or beef too vociferously. 
Take criticism impersonally. Anger, self-pity, re- 
venge, malice and resentment often close doors 
to advancement. 

Cultivate a happy family life. Be even-tempered 
at home and office. Speak low, softly, thought- 
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fully, deliberately and with unfailing courtesy. 

FOLLOWERSHIP: Almost any position you 
aspire to will require alternate leadership and 
followership. An important part of acquiring a 
capacity for leadership is to become a good fol- 
lower. You must learn to take orders before you 
can give them. 

Cheerfully and enthusiastically obey responsi- 
ble authority. Contribute to your superior heart- 
iest cooperation, your best thinking, and ablest 
performance. Let your loyalty not be blind, but 
honest and consistent. 

Demonstrate your willingness to hew to the 
line of company policy. Not only play your full 
part as a member of the team but help the coach 
develop better teamwork. 

GO-GIVING: The go-giver will pass the go- 
getter every time. In an era of featherbedding 
and make-work, the man who delivers even a 
little more than he is paid for stands out. 

You must be before you have—give before you 
get. 

Business profits through service. The individual 
advances the same way. “Service before self” will 
move you higher, faster. 

Be helpful to associates, customers, buyers and 
sellers. Create and plant ideas without too much 
concern for immediate credit. Show eagerness to 
accept added responsibility, even though you are 
not paid for it immediately. Share your rewards 
with those who help you. 

HONESTY: You must be more than financially 
honest, important as that is. Intellectual as well 
as moral honesty promotes the greatest success. 
Keep all promises. Fulfill all commitments. Make 
your word as good as your bond. 

Keep faith with yourself as well as others. “To 
thine own self be true.” Establish a reputation 
for thorough reliability and unquestioned in- 
tegrity. 

INGENUITY: Demonstrated resourcefulness 
will bring you executive attention. Find your 
opportunity in the fact that every thing and 
process can be improved. Nothing has to be the 
way it is. 

Make a habit of applying the test of efficiency 
to every procedure in the scope of your job: (1) 
Is the action being taken necessary? (2) Is it 
being done in the easiest, quickest, and best way? 

Strive to find the more efficient way to do 
things. Practice suggestionitis—get a reputation 
for being an idea man, but “don’t go off half- 
cocked.” Have vision without being visionary. 
Become a practical idealist. 

Have an eye for waste—and ways to eliminate 
or minimize it. Develop a healthy skepticism. 
Ask “What’s wrong here?” Find ways to make 
the best out of troublesome situations. Love a 
challenging problem and to use creative imagina- 
tion in finding the answer. 
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JUDGMENT: “Does he have common sense and 
good judgment?” is one of the first questions 
asked about a man in line for promotion. 

Cultivate analytical ability and reasoning 
power. Learn Discrimination and Discretion 
which are high brow names for “horse sense.” 

Your judgment is reflected daily in your work. 
Be sure your judgment reflects a study of the 
facts—all of them—and a proper diagnosis of the 
— Develop an accurate memory for vital 

acts. 

In making judgments concerning other people, 
temper dollar and cents considerations with jus- 
tice, sympathy, and a modicum of generosity. 
Match the pepper of enthusiasm with the salt of 
caution. 

A part of good judgment in getting ahead in 
the world is to pick the right boss (even if it re- 
sults in being self-employed). Choose an em- 
ployer who is sales minded and expansion minded ; 
one who accepts responsibility to his customers, 
his employes, and his community as well as his 
stockholders. 


KNOWLEDGE: The principal price of advance- 
ment is the acquisition of needed knowledge and 
the ability to make use of it. You should master 
as completely as possible three basic areas of 
knowledge: (1) knowledge of self; (2) what you 
have to sell and all about it; (3) the people with 
whom you deal and all about them. 

Know your strong points and capitalize on them. 
But more importantly, know your weaknesses and 
correct them. 

A sure formula for advancement is to learn 
more about the job you want than any one else 
knowns. Always know enough but never be a 
“know-it-all.” Develop an insatiable curiosity 
about that part of your environment that condi- 
tions your progress. Be a researcher. Acquire a 
bibliography of printed information concerning 
your chosen line of work and then build a library 
of the books and articles that you have read and 
digested. Be an avid student of your trade press. 

Business problems are usually problems of in- 
finite detail. If you acquire a reputation as a 
source of detailed information about products and 
operations, your advancement is certain. 

LEADERSHIP: Capacity for leadership is a 
prime requisite for an important promotion. Man- 
agement is primarily concerned with people rather 
than things. Successful leadership is getting 
people cheerfully and enthusiastically to do 
what you want them to in the way you want it 
done. It is the ability to get people to do things 
for you because they want to rather than because 
they have to. 

Leadership involves teaching, motivating, 
coaching, counseling, disciplining, directing, su- 
pervising, and, most important, encouraging co- 
workers. 

Build friendships. “The way to have a friend 
is to be one.” 

If you have the ability to get extraordinary 
cooperation and performance from ordinary 
people you are on your way—up! 

MOTIVATION: Certain cravings are a part of 
the nature of everyone—for happiness, security, 
opportunity and rewards. What you want is not 
as important in climbing to success as how earn- 
estly you want it. 
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The more you really want from your work an¢é 
your life, the more you will get. Employers ar: 
constantly on the lookout for men who have ;: 
gnawing hunger to acquire, to grow, to achieve 
With sufficient want power, nature will give yo: 
the necessary will power. 

List the satisfactions necessary to you for fu! 
fillment and then set down specifically your ob 
jectives both immediately and long swing. Fo! 
low this with a sustained, determined drive fo 
fulfillment. : 

Be selfish about your personal compensation. 
Seek the top of the market for your kind of serv- 
ices—but always deliver more than you are cui- 
rently paid for. 


NERVE: A courageous stand against majority 
opinion often singles out an employe for promco- 
tion. Most managers do not want “Yes” men 
around them. Have “guts” to say “No” but do 
not be foolhardy. The more sure you are right— 
the more you must press for an understanding 
of your point of view. Be a “scrapper” but not 
“scrappy”. Temper your nerve with diplomacy 
which is said to be the art of “Letting the other 
fellow have your way.” 

Say “yes” to what is right and “no” to what is 
wrong when you are sure of your ground and are 
able to state your reasons. Show a willingness to 
take on the “tough” and “dirty” jobs that must 
be done and which no one else wants. Don’t be 
afraid to make a mistake—once. But have a deep 
aversion to making the same mistake twice. 

Competitive aggressiveness in your company’s 
interest will please the boss. Bring to your work 
a fighting heart. Your management will appre- 
ciate it when the going gets tough. 

ORDERLINESS: Have a systematic approach 
to your work and problems. Be in time and on 
time—always. Be a good housekeeper; establish 
cleanliness, neatness and good appearance in per- 
son and environment. 

Make accuracy a habit. Keep complete records. 
Define, clarify and organize problems. Coordi- 
nate and integrate solutions. 

Have a logical sequence in performance: im- 
agine, initiate, organize, deputize, supervise and 
multiply success patterns. Live a well-organized 
life with time for things cultural and spiritual. 


PERSUASIVENESS: Every success is a selling 
success. No matter how good your idea, plan, or 
invention, unless you can persuade others to lis- 
ten, enthuse, and act, you will fail. 

Cultivate sales mindedness. Study the science 
of persuasion and the art of selling. Be neither 
a high-pressure nor a low-pressure salesman. 
Bring the right pressure to the sale—which is to 
say—be pleasantly persistent and persuasive. 

Continually study the English language, thet 
you may be more articulate. 

Practice group selling and persuasion through 
public speaking—one of the important paths ‘o 
advancement. 

QUALITY: Have the mark of Quality in every- 
thing you do. Every kind of job has three classes 
of tenants; below average, average, and superior. 
Sub-average workers are never promoted—the 
average, seldom. 

Strive always for excellent performance—the 
superior grade. Bring high ideals to your li‘e 
and work. Put the identifying mark of your own 
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‘adividuality on your output. 

Make the quality of your work speak readiness 
ior promotion. Acquire a Quality of Character 
(hat will be praised when you are not present. 

Tap spiritual sources for greater power to 
‘ow through you. Voice a daily prayer of thank- 

ulness and humility. 

RESPONSIBILITY: Be dependable at all cost. 
Jon’t be a buck passer. Accept personal responsi- 
vility. If mistakes happen within the scope of 

our job, accept the blame whether you were di- 
rectly at fault or not. 

Seek authority over larger provinces where you 
will accept responsibility for performance. Cause 
vour ability, authority and responsibility to ad- 
vance together. Be a follow-througher and a 
finisher. 

SELF-DISCIPLINE: Make any necessary sac- 
rifice for the advancement you want.’ Know the 
price you have to pay—accumulate it and pay it! 

Obey the 11th Commandment—‘“Don’t take 
yourself too seriously.” A saving sense of humor 
is an asset when promotion is being considered. 
Develop a sense of time and timing. Make every 
working minute count. Invent a personal time- 
stretcher. 

Take criticism gracefully. Be a good sport. 
Maintain temperate appetites. No hangovers. 

Avoid appearance or attitude of superiority 
and pretentiousness. Be self-reliant, self-confi- 
dent, self-expressive. Bounce back from discour- 
agements and defeats. Make your home life re- 
flect your self-discipline. Learn self-management 
before you undertake the management of others. 


THINK: Deliberately force yourself to think. 
Think creatively. Dig out problems, the solution 
of which will further your advancement. Think 
up solutions and test your thinking in action. 

Strive for the correct interpretation of man- 
agement’s thinking and decisions. Think the way 
the man thinks who is successfully filling the kind 
of job you want. 

Be sure your vocal and written expressions re- 
flect the depth of your thought. Put your sub- 
conscious mind to work on the most difficult prob- 
lems. Let it think while you sleep. 


UNDERSTANDING: Strive for a comprehen- 
sive understanding of what motivates people— 
subordinates, superiors, customers and suppliers. 
The key to handling people is to know their mo- 
t.vations. Develop a_ sensitiveness to others’ 
feelings. 

Learn to translate what people are saying into 
what they are really thinking. Maintain an in- 
satiable curiosity. Consistently use those “Serv- 
ing Men’: Why and What and Who and Where 
and How and When! 

Find the principles involved in the solution of 
problems. Principles are the tools of progress. It 
is not enough to have understanding—you must 
be able to make your understanding clear to 
o-hers. 

VERTICAL LEVERAGE: Plan specifically 
your vertical climb up the ladder of success. An- 
ticipate your superior’s wants and needs, and 
take action before he voices them. 

Cultivate the ability to interpret the policies 
and directives of your management to your sub- 
ordinates, and fellow employes. Help both the 
man above you and the man below you. 
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Demonstrate the ability to deputize work to 
others while performing better quality and quan- 
tity of work yourself. Bring someone along to 
effectively handle your present work when you 
are promoted. Show a preparedness and readi- 
ness to handle larger responsibility. 


WORK HABITS: Let your day-by-day work 
reveal to others your capacity for sustained in- 
telligence, drive and concentration. Practice the 
ability to turn on a self-generating and self-sus- 
taining energy. Learn how to step on your own 
“self-starter’’. 

Develop a love for your job—your company— 
your industry. Take orders enthusiastically and 
execute them promptly. Show an eagerness for 
new responsibilities and challenges. Demonstrate 
a willingness to work long hours at an unsuper- 
vised job. 

Let your work reflect industriousness, initia- 
tive, tenacity and endurance. Demonstrate the 
capacity to work well with others without close 
supervision. 


EXTRA PRODUCTION: Deliver extra thought 
and effort beyond the line of duty. Have an eye 
for capacities and abilities in your job environ- 
ment that are not being used and put them to 
work. 

Do some extra-curricular work in your social, 
civic, political and cultural environment. Make 
it a life-long habit to study and practice—prac- 
tice and study—everything that will make you a 
“professional” in your work. 

YOUTHFUL SPIRIT: Paradoxically business 
seeks maturity of experience combined with the 
attributes of a (comparatively) young age. It is: 
well to maintain throughout life the attitudes of 
youth — ambition, adventurousness, eagerness, 
teachability, flexibility, adaptability. 

Before 30, appear, act and feel more mature 
than your age. After 30, progressively strive to 
look and feel younger than your years. You are 
really as young as your mind, your spirit, and 
your productive capacity. All these are within 
te control and should be maintained at their 
peak. 


ZEST: Maintain a zest for life grounded in 
good health and good humor. Refuse to stay in a 
rut. Live joyously, adventurously — seek fresh 
horizons. 

Banish discouragement or despondency. Have 
resiliency in the face of delay or defeat. Be real- 
istically optimistic. 

Gain a reputation for sparkle and bounce. Get 
over, under or around obstacles—dissolve or re- 
move them. 

Make work a passion. “Hard” work that is fun 
to do, and has satisfactory results, has never 
harmed anyone. 

Have the feeling, the appearance and the aura 
of success in whatever you are doing. Opportunity 
eventually comes to the one who demonstrates 
his preparedness. 

Any man or woman can achieve what he or she 
wants if he knows the price he will have to pay 
and will pay it. 

This alphabetized index covers a major part 
of the price for success. If you haven’t achieved 
what you want from life and living, possibly you 
can find the answer here. 
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AMPLE LIVING AND DINING SPACE is characteristic of 


KITCHEN HAS OPEN-FACED CABINETS, asphalt tile 


small house. Lightweight furnishings keep it uncluttered, 
and unbroken brick wall affords easy furniture arrange- 
ment. 


floors, brick and dry wall construction. They help keep 
costs down, are easily maintained. 


Budget House With Seven Star Features 


$3,000 modern house designed by Texas lumbermen is direct answer 
to government’s socialized housing program. 


Seven Star Features of the San Angelo House 


% A modern, modular-designed home—complete for $3,000. 


% Spacious living-dining area, with room for standard or apartment size appli- 


ances in kitchen. 


minimum partitions. 


in two walls. 


+ + + + 


The building industry has 
been saying it for years. “Sure, 
you can cut the costs of a small 
house down to where low in- 
come groups can afford it—but 
what have you got left? It'll 
be just another cracker box.” 
But along comes Exhibit A— 
the “San Angelo Plan”—appar- 
ently to disprove this theory 
and, what is more important, 
to give the government’s social- 
ized housing program a neat 
setback. Here is one shining 
example, certainly, of what pri- 
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Full size bedrooms and bath, with double walk-in closet. 


Reinforced concrete slab floor, with low maintenance materials in walls, and 
Standard frame and masonry construction, with stock openings concentrated 


Modern low-pitched roof, with ventilated space in ceiling for summer cooling. 


Possibilities for adaptation to northern climates. 


vate industry and ingenuity 
can do if left alone to do it. 

Sponsored by the Lumber- 
men’s Association of Texas, the 
plan has all the indications of 
creating a sensation in the 
home-building industry. “Every 
builder and dealer who has 
gone to San Angelo to see the 
house has put down his $100 
for the plans. I’ve never seen 
anything like it.” So says Gene 
Ebersole, executive vice-presi- 
dent and spokesman for the As- 
sociation. 


A flash in the pan? Maybe, 
but the Association doesn’t 
think so. Already 17 houses 
have been built out of a sched- 
uled 400 in San Angelo. Hous- 
ton is planning three large proj- 
ects. Eden and other small 
Texas towns are building the 
house. The Fort Worth FHA 
has given its approval to the 
“San Angelo Plan.” Texans are 
coming from all corners of the 
state to see the house—and buy- 
ing plans to take back with 
them. With increasing nation- 
wide publicity, the little house 
seems to have caught the imag'- 
nation like a Texas prairie fire. 

Texas’ own Senator Lyndon 
B. Johnson flew down to San 
Angelo from Washington with 
dubious builders, an architec’, 
and a state representative {0 
view the house. 

“I’m amazed and thrilled’ 
said the Senator. “This loos 
like the beginning of whit 
should be a revolution in hou:- 
ing development.” He believes 
government housing needs a 
substantial shot in the arr, 
particularly because it is spen|- 
ing too much ($9,000-15,000 pr 
house) on its projects. Tie 
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SENATOR JOHNSON: “I’m amazed 
view of house is shown above and on the cover. With variety of exterior fin- and thrilled.” 


ishes available, house is particularly suited to tracts and large developments. 































































































































































































































































































£2 “San Angelo Plan” may be the 
answer, and surely, as Chair- 
man of Senate Preparedness 
Committee, the Senator is in a 
ws position to do something about 
, it. 
Developed by a young archi- 
tect-builder team of San An-: 
gelo, the house is so far a David 
| among Goliaths, though it is 
be, getting bigger (at least pub- 
n’t licity-wise) all the time. Its 
ses 600-square-foot area makes it, 
ed- admittedly, a minimum house, 
us- but the market for such a house 
O)- is by no means small. Aside 
all _e from defense workers there are 
the . numerous retired couples, 
i school teachers, young mar- 
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city people who need very little 
persuading when it comes to 
talk of beach houses and sum- 


e rieds, ranchers, farmers, and 





rin, mer cottages. Mechanics and 
Nii- |) PLAN OF 600-SQUARE-FOOT AREA includes full-size bedrooms and bath, with various tradesmen are also in- 
pr [large double-entry closet. Door and window openings are concentrated in front terested, as they see an oppor- 
Tie § and rear—another big economy factor. tunity to do at least part of the 


IF BuitpInc Propucts MERCHANDISER 7\ 








BUILDER TEAM of John Armstrong 
(left) and John Moss (right), also 
co-designer of house, inspect plans 
with eye to future. They are assured 
of at least 54 houses in San Angelo 
area alone. 


work of building themselves. 

Though Southern - planned 
and Southern-built, it also has 
possibilities for other areas too. 
A space heater, for example, or 
recessed wall heaters could be 
installed. Insulation would 
help too. These would increase 
the cost, of course, but even 
with the increase, people would 
still be getting a lot of house 
for their money. 

The originators of the San 
Angelo Plan are John Moss, 
secretary-treasurer of the Arm- 
strong Bros. Lumber Co., San 
Angelo, co-designer of the 
house; John Armstrong, presi- 
dent of the Armstrong Bros. 
Lumber Co., who is also presi- 
dent of the San Angelo Retail 
Lumber Dealers Association 
and second vice-president of 
the Lumbermen’s Association of 
Texas, and A. L. Turner, realtor 
and builder. This group is 
starting its 17th house in a sub- 
division and is also building 
houses on _ individually-owned 
lots. 

The house is 600 square feet 
overall. The foundation is re- 
inforced concrete floating slab. 
Front and rear outside walls 
are standard frame construc- 
tion finished in stucco, wood 
siding, cedar shakes, asbestos 
siding, boards and bats or ver- 
tical paneling. The walls are 
protected by an 18” overhang 
in front and 8” overhang in the 
rear, plus masonry sidewings 
of the same measure. 
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SECTION Iil 
The San Angelo Plan 
Analysis of Cost 


Materials (Schedule A) 
Foundation Materials.$ 44.32 
Framing Materials .. 150.78 
Siding, Roof Deck and 








Cornice Band ..... 196.94 
Wallboard .....00.+. 82.94 
Doors, Windows and 

TIE bessaneseses 167.31 
Kitchen Cabinet 

(Materials only) .. 44.73 
PIATGWAPE ..ocscccecce 37.77 
ree 8.42 
Plumbing Fixtures 

and Fittings ...... 218.42 
Miscellaneous 

ps | ee 137.03 

Total Materials ... $1,088.66 
Subcontracts 
Carpentry 

(Schedule B) ..... $350.00 
Plumbing labor and 

rough-in materials 

(Schedule C) ..... 350.00 
Painting and paper 

hanging (Schedule 

BPE etal eracatg eras wiaralere 205.00 
Electrical 

(Schedule E) ..... 103.00 
Roofing (Schedule F). 65.00 
Labor for asphalt tile 

and drainboard 

(Schedule G) ..... 42.40 
Masonry 

(Schedule H) ..... 225.00 
Concrete 

(Schedule I) ...... 121.00 
Total Subcontracts .. 1,461.40 
Total Cost of 

San Angelo Plan... $2,550.06 





UNBELIEVABLY LOW COST OF 
MATERIALS is_ substantiated by 
break-down above, as taken from Sec- 
tion III of “The San Angelo Plan.” 
Labor, though sub-contracted, was also 
extremely low, but will vary of course 
with wage scales. 


To eliminate cutting and 
other lost motion the side walls 
are solid masonry’ without 
openings, engineered on a 
modular basis. Other materials 
which could be used are brick, 
stone or manufactured build- 
ing tile. The flat deck roof is 
covered with a 90-pound slate 
asphalt roll roofing mopped on 
a layer of 30-pound felt. The 
edges are protected with gal- 
vanized metal edging. 

_ The window units and door 
jambs were specially designed 


from stock items to reduce cost.: 


Standard stock sash and stand- 
ard fir slab doors. are used 
throughout. The window wall 
in front is built of double- 


strength window glass in 2”x6 
frames. 


Low Maintenance 


Low maintenance is anothe: 
feature claimed for the hous:. 
The asphalt tile floors are lai: 
on concrete, thus eliminatin:: 
termites, sagging or buckling 
The masonry walls are the onl: 
walls exposed to the weathe: 
and require little maintenanc« 
The rear door has been elim: 
nated, thereby cutting building 
and maintenance costs. 

The equipment for the home 
includes modern electrical fix- 
tures. (Vented wall-type wai! 
heaters could be installed at 
extra cost.) The space between 
ceiling and roof is vented to 
assure a constant movement of 
air. 

The living-dining-kitchen 
area measures 24’ 8”x9’ 6”. Each 
of the two bedrooms is 9’ 4”x12’ 
and provides ample space for 
two twin beds and one double 
bed together with bedroom fur- 
niture. The bath is 5’x6’ 4” and 
is accessible from both bed- 
rooms, thereby eliminating a 
hall. It features a full-size tub, 
medicine cabinet, linen cabinet, 
commode and lavatory. 

Also accessible from _ both 
bedrooms is the closet (5’x5’x 
5”), which can be arranged as 
a walk-in type closet with two 
hanging rods with shelf space 
above; or three rods can be in- 
stalled to give 15 lineal feet 
of hanging space, plus shelf 
storage. 


Kitchen Saves Steps 


The kitchen is engineered to 
save steps. It features cabinet 
and drawer space, also decora- 
tive shelves above sink and 
linoleum-topped working 
counter. There is ample space 
for a standard-size range and 
refrigerator. 

The San Angelo Plan kit 
which the Lumbermen’s Asso- 
ciation of Texas is merchandis- 
ing includes the following: 
clearly detailed working draw- 
ings; detailed specifications ; 
bill of material lists showing 
the current market retail prices 
in San Angelo when the house 
was built; complete assembly 
instructions; financing plans cf 
the conventional type, FHA, CI 
and for critical defense areas; 
analysis of costs, unit-wise and 
price-wise; time and motion 
studies of each labor operation. 
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Something extraordinary is happening at 


- Vandenberg Village 





ae Ss 


Vandenberg Village, a $5,000,000 project being erected under the Wherry Federal 
Housing Act, is located outside Selfridge Air Base, at Lake St. Clair, Michigan. 


F.H.A. wall and ceiling specifications are being met suc- 
cessfully for the first time with a single layer of ¥2'’ wallboard. 


FIRESTOP BESTWALL—Certain-teed’s exclusive develop- 
ment—is affording the same rigid fire resistance here that 
normally requires either a double layer of standard %’’ 


gypsum wallboard or other more complicated types of 
interior wall construction. 


Superior, new FIRESTOP BESTWALL may be just the 
wallboard you need to comply with the fire code require- 


ments in your locality. It is now being made avail- 
able nationally. 


Write today for our FIRESTOP BESTWALL Folder. It 
contains complete information and specifications on this 
remarkable Certain-teed gypsum development. 


Architects —J. Fletcher Lankton, John N. Ziegele and Associates 
Building Contractors —E. H. Marhoefer Jr. Co. 
Applicator — Perma Wall Co. 
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PRODUCTS 





Quality made Certain...Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 
124 LANCASTER AVE., ARDMORE, PENNSYLVANIA 


BuILpDING PropucTs MERCHANDISER 
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PLANNING CENTER is a comfortable corner where plans 
and manufacturers’ literature can be studied at leisure. 


STORE MANAGER L. A. LAGUE 
points to one of the 19 doors on this 
special half-island display. 


SALES TRIPLED after the Badger Lumber Company remodeled its store ir 
Kansas City, Kan. 


“Have you remodeled your light fixtures lately?” 


Modernization Triples Business in This Store 


Badger Lumber Co., Kansas City, Kan., offers customers opportu- 
nity to compare same items at two price levels. 


The idea that an attractive 
showroom with carefully- 
planned displays is necessary 
for good merchandising, is car- 
ried out in the remodeled store 
operated by the Badger Lumber 
Co., Kansas City, Kan. The en- 
tire store is laid out to encour- 
age self service. 

Among the materials used in 
the construction of the interior 
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of the store are knotty pine 
paneling for the walls; acousti- 
cal ceiling; asphalt tile floor- 
ing; fluorescent lighting. The 
movable plywood fixtures were 
finished with a white enamel 
undercoat, wiped off, then cov- 
ered with two coats of varnish. 
Each of the sales and service 
areas is neatly identified by in- 
dividual signs. 


Only nationally - advertise:! 
products are carried throughout ' 
the store’s major departmeni 
—paints, builders’ hardwar:, 
small tools, contractors’ tools, 
electrical supplies, lawn ani 
garden products, bathroom fix- 
tures, roofing, etc. 

One of Badger sales ideas : 


to stock at least two grades o! 


each item, display them side b 
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FAMOUS BRAND HAND TOOLS are stocked in this dis- 
play area. Similar tools at two price levels are kept on 


the rack for consumer comparison. 


= a 


..AWN SHOP near the store entrance 
‘eates a lot of sales. 


.side in order that buyers may 


compare each itera before mak- 
ing a decision. This idea is par- 
iicularly evident in the tool de- 
partment. For example, a top- 
crade carpenter’s hand saw, 
i riced at $6.50, is seen alongside 
iis counterpart at $3.75. This 
comparison often has the effect 
of elinching a sale on the 
higher-grade item. 


A substantial part of the 
firm’s total sales volume is rep- 
resented by sales to contrac- 
tors, but the hardware depart- 
ment is the “backbone of the 
operation,” according to Man- 
ager LaGue. “Our $25,000 in- 
ventory of hardware includes 
virtually everything the car- 


' Buitpinc Propuctrs MERCHANDISER 


penter and contractor needs. 
Generally these customers have 
a good idea of what they want 
before they come into the store 
and require little sales help. 
Because of this factor it is easy 
to make the mistake of taking 
this trade for granted. 


“We try to make our con- 
tractor -customers feel that 
their patronage is appreciated 
by extending a friendly greet- 
ing, anticipating their needs, 
acquainting them with new 
merchandise that might inter- 
est them, and by helping them 
with their problems.”: 


One of the store displays 
shows 70 samples of molding, 
siding and ceiling materials. 
These samples eliminate the 
necessity of the customer going 
into the yard to inspect this 
stock. Good demonstrations, 
operating window units, for ex- 
ample, help promote sales. 
Alongside such a model, selling 
for $22, is another unit selling 
for $4 less but with many of 
the good features of the sales 
leader. Both units are mounted 
on hard-rubber casters and are 
frequently moved side-by-side 
for a good sales comparison. 


A millwork display includes 
19 finished and unfinished 
doors, interior and _ exterior, 
which are mounted on a 
half-circular island base. The 
electrical section includes a 
large variety of home lighting 
fixtures on an overhead display 
setup. This display is close to 
the street window, where it 
catches the eye of passersby 


- yards. 





CONTRACTORS’ TOOLS in this department are under the 
supervision of O. E. (Red) Mall, assistant store manager. 


since this display is lighted at 
night. 


“Packaged units make it pos- 
sible for more homeowners to 
install their own light fixtures,” 
explained LaGue. “Women tire 
of an outmoded light fixture 
just as they do an outdated hat. 

“A department which prob- 
ably does the best job of selling 
itself is the lawn shop. The 
manufacturer’s national adver- 
tising has created consumer 
confidence. In selling this line 
we play down price and stress 
sales points like one pound of 
the lawn grass contains three 
million seeds.” 


The Home Plan Center con- 
tains a large variety of plan 
books, manufacturers’ litera- 
ture and is equipped with an 
easel-type desk and chairs for 
the convenience of customers. 
The tool rental department is 
a top traffic builder with belt 
sanders, vibrators, waxers, 
power saws, etc., renting out at 
from 25c to $5 daily. 


Newspaper and direct-mail 
advertising are used to stimu- 
late sales. The direct-mail list 
includes names taken from the 
Chamber of Commerce member- 
ship roster. Manufacturers’ lit- 
erature and stuffers are inserted 
with monthly statements. 

Badger operates eight metro- 
politan yards and six country 
Key figures in the or- 

ganization are: Don Welch, 
general superintendent; A. T. 
Seaver, vice-president and gen- 
eral manager, and L. A. LaGue, 
‘manager of the Kansas store. 
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the LATH with 
an OPPORTUNITY for you 


Bostwick Truss-Loop Metal Lath has been comes along... you won't have to stock several 
the “opportunity” lath for dealers since 1890. kinds—and Bostwick Truss-Loop will, therefore, 
Why? Because it can be used successfully for reduce your — investment. 
more jobs (from tile setting to straight work) than Write to Bostwick regarding this grand old 


any other lath on the market. It is America’s favorite—Truss-Loop Metal Lath. 





No. 1 all-purpose lath. And you, Mr. Dealer, — 


; nt 
can stock Truss-Loop “alone” and have a top- Bostuek 


quality metal lath for practically any job that —_—s 

© All types of metal lath, standard and ex- 
panded corner bead, cold rolled channel iron, 
hanger wire, tie wire, cornerite, casing, wall 


ties, wall plugs, metal arches, mortar boxes. 4 






s 


, 








STEEL LATH COMPANY 
100 HEATON AVENUE > NILES, OHIO 
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You get all this 
for only $100! 


<f WORKING DRAWINGS 

4 All details are clearly explained. 
4 Drawings include: 

{ 

F 


bie ennoneree et i ae eae, a tence. 
TEES fob 


Foundation Plan oa ® 
Mechanical Plan ; 
Wall Sections 

Kitchen Cabinet Details 
Floor Plan a: ‘ ; . ‘ < . 
Elevations pe mere: if np tee aeons Si ; eae . 
Door and Window Schedules p nee 
Window Unit Details 

Door Jamb Details 


SPECIFICATIONS 
Complete in every detail. 


BILL OF MATERIALS i 
Shows quantities and grades of 
materials together with current 
market retail prices in San An- 
gelo at time of construction of 
basic house. 


TIME AND MOTION STUDIES 
Each labor operation, employing 
skilled union labor throughout, 
has been carefully timed and 
analyzed. These studies will en- 
able you to obtain more favor- 
able contracts with subcontractors. 
If you hire your own labor, it 
would help you achieve greater 
efficiency. i 

SUBCONTRACTS 
You get tested instructions for 
dealing with subcontractors, plus 
analyses of the following subcon- 





A COMPLETE HOUSE — 600 liv- 
able square feet include mod- 
ern living - dining - kitchen 
area, two bedrooms, closet, 


Get Complete Kit of Plans, 
complete bath, modern light- Background Material, Instructions 
ing fixtures, wall plugs and 


gas outlets. 


We have completed seven 
months of research to prove that 
you can build a two-bedroom 
home for $3,000.00—and build 
it at a profit. 

Complete Packaged Plan 

The San Angelo Plan is a 
complete packaged plan to build 
low-cost homes for people, who, 
up to now, have never been able 
to afford a home of their own. 
The kit gives all details of the 
low-cost basic home. Twenty- 

: two separate items, intelligently 
Sy compiled, enable you to build 











tracts: wn <>~ the San Angelo low-cost home 
@ Concrete Fo y % - in any desired quantities. This 
@ Masonry at By ‘kit brings you 2,470 man-hours 
preg cn of research, study and plannin 
@ Flooring dy : a # eee 
@ Carpentry MS : ACT NOW! 

@ Electrical Be the first in your commun- 
@ Roofing ity to build this modern, com- 
© Painting and Decorating MODERN CONSTRUCTION — built fortable $3,000.00 home. The 

~ FINANCING on concrete slab, standard 


Kit gives step-by-step, tested 
methods of obtaining local, con- 
ventional financing. Also shown 
is a suggested financing formula 
plus monthly payment schedules. 
Federal Housing Authority, Dis- 
trict Office, Ft. Worth, Texas, has 
approved plans for financing 
under FHA Title 1, Section 8, 
based on slight adjustments in 
specifications. These adjustments, 
shown in kit, add slightly to cost. 


MERCHANDISING CAMPAIGN 
@ Complete Public Relations Plan 
and Advertising Schedule 


frame construction, two out- 
side masonry walls, flat deck 
roof, stock millwork through- 
out, engineered for livability 
and comfort. 


Clip and Mail Today! 


THE SAN ANGELO PLAN Dept. A-3 


Rush complete San Angelo low-cost home kit. Enclosed find check or 


complete kit sells for only 
$100.00. Besides plans and build- 
ing details, it shows how to make 
a builder’s profit. Help your in- 
dustry BUILD the answer to 
socialized public housing. Order 
your kit today! 


Gola Rang. \ aw. Chan 


The Originators of THE SAN ANGELO PLAN 





P. O. Box 1470, San Angelo, Texas. 








@ Publicity Stories money order for $100.00. 
@ Advertising Tie-in Plan 
@ Radio Spots NAME 
M f Fl PI d Ren- 
e pod oor Plan an en ADDRESS 
CITY STATE 
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the LATH with 
an OPPORTUNITY for you 


» Bostwick Truss-Loop Metal Lath has been 
the “opportunity” lath for dealers since 1890. 
Why? Because it can be used successfully for 
more jobs (from tile setting to straight work) than 
any other lath on the market. It is America’s 
No. 1 all-purpose lath. And you, Mr. Dealer, 
can stock Truss-Loop “alone” and have a top- 


quality metal lath for practically any job that 


100 HEATON AVENUE 





comes along... you won't have to stock several 
kinds—and Bostwick Truss-Loop will, therefore, 
reduce your inventory investment. 

Write to Bostwick regarding this grand old 
favorite—Truss-Loop Metal Lath. 
PRODUCTS 


© All types of metal lath, standard and ex- 
panded corner bead, cold rolled channel iron, 
hanger wire, tie wire, cornerite, casing, wall 














STEEL LATH COMPANY 


© NILES, OHIO 
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Build the NEW 


You get all this 
for only $100! 


WORKING DRAWINGS 
All details are clearly explained. 
Drawings include: 
Foundation Plan 
Mechanical Plan 
Wall Sections 
Kitchen Cabinet Details 
Floor Plan 
Elevations 
Door and Window Schedules 
Window Unit Details 
Door Jamb Details 


SPECIFICATIONS 
Complete in every detail. 


BILL OF MATERIALS 
Shows quantities and grades of 
materials together with current 
market retail prices in San An- 
gelo at time of construction of 
basic house. 


TIME AND MOTION STUDIES 
Each labor operation, employing 
skilled union labor throughout, 
has been carefully timed and 
analyzed. These studies will en- 
able you to obtain more favor- 
able contracts with subcontractors. 
If you hire your own labor, it 
would help you achieve greater 
efficiency. 

SUBCONTRACTS 
You get tested instructions for 


dealing with subcontractors, plus 
analyses of the following subcon- 


tracts: 2h 
@ Concrete nf 
@ Masonry g y 
@ Plumbing eS x 
@ Flooring See 
@ Carpentry G 
@ Electrical 

@ Roofing 

@ Painting and Decorating 

FINANCING 


Kit gives step-by-step, tested 
methods of obtaining local, con- 
ventional financing. Also shown 
is a suggested financing formula 
plus monthly payment schedules. 
Federal Housing Authority, Dis- 
trict Office, Ft. Worth, Texas, has 
approved plans for financing 
under FHA Title 1, Section 8, 
based on slight adjustments in 
specifications. These adjustments, 
shown in kit, add slightly to cost. 


MERCHANDISING CAMPAIGN 

@ Complete Public Relations Plan 
and Advertising Schedule 
Publicity Stories 
Advertising Tie-in Plan 
Radio Spots 
Mats of Floor Plan and Ren- 
dering 


unter marae Kopeis 





eo. all for $100! 
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A COMPLETE HOUSE — 600 liv- 
able square feet include mod- 
ern living - dining - kitchen 
area, two bedrooms, closet, 


Get Complete Kit of Plans, 
complete bath, modern light- Background Material, Instructions 
ing fixtures, wall plugs and 
gas outlets. 


We have completed seven 
months of research to prove that 
26 you can build a two-bedroom 
* home for $3,000.00—and build 
's C7 21) @) eeu it at a profit. 

TH si64 Lt ty Complete Packaged Plan 

) — apa EO The San Angelo Plan is a 
complete packaged plan to build 

low-cost homes for people, who, 

up to now, have never been able 

to afford a home of their own. 

The kit gives all details of the 
low-cost basic home. Twenty- 

Rr, two separate items, intelligently 
% sly compiled, enable you to build 

S52 the San Angelo low-cost home 
% 4. in any desired quantities. This 


mas kit brings you 2,470 man-hours 


of research, study and planning. 




























































































L (3 = ACT NOW! 
ae Be the first in your commun- 
ar, ity to build this modern, com- 
MODERN CONSTRUCTION — built fortable $3,000.00 home. The 
on concrete slab, standard complete kit sells for only 
frame construction, two out- $100.00. Besides plans and build- 


side masonry walls, flat deck ing details, it shows how to make 
roof, stock millwork through- a builder’s profit. Help your in- 
out, engineered for livability dustry BUILD the answer to 
and comfort. socialized public housing. Order 


your kit today! 
Clip and Mail Today! (ob eg \) Bu. Aa 


The Originators of THE SAN ANGELO PLAN 











THE SAN ANGELO PLAN Dept. A-3__P. O. Box 1470, San Angelo, Texas. 
Rush complete San Angelo low-cost home kit. Enclosed find check or 
money order for $100.00. 
NAME 
ADDRESS. 
CITY. STATE 
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HOME MAGAZINE IS THE BEST THING to have in your home, Bob Boyer, 
Forest City’s “Lumberman” tells the television audience. Over 1,300 people sent 
in 50c for a year’s subscription. 








How One Dealer Uses HOME 








Television, newspapers and direct mail adver- 
tising lead to over 1,300 subscriptions. 






Not every lumber dealer ° first time this offer was made 
sponsors a television show, but _ over television, 487 half dollars 
every dealer can make HOME rolled through the mail and a 
work for him just as effectively total of over 1,300 paid sub- 










as the Forest City Material Co., scriptions had been received 
Cleveland, Ohio. It just takes early last month. 
planning. “These 1,300 subscribers,” 





Television happened to be says Theodore Carlon, adver- 
the dramatic media used by the _ tising manager for the Cleve- 
Cleveland firm, but it also used _land firm, “are not just people 
direct mail and newspaper ad- who are taking advantage of a 
vertising. Forest City Material free offer, but home-minded 
set a price of 50c for an annual people who are willing to part 
subscription to HOME. The’ with a half dollar just to be 

















able to get HOME with its 
many wonderful ideas for home 
improvement. 

“Forest City, in turn, is 
tickled to death to be able to 
enter these peoples’ home four 
times a year with their name 
associated with all the fine ad- 
vertisers you have in the maga- 
zine. We know that we are 
bound. to do additional business 
from the effects of the ideas 
contained in HOME magazine, 
both from the editorial content 
and the suggestions given by 
the national advertising.” 

A postcard acknowledgment 
was sent to every subscriber, 
reminding these people that 
subscriptions might be entered 
by their friends at the rate of 
50c for one year of $1 for a 
two-year subscription. A mime- 
ographed letter to the firm’s 
television mailing list devoted 
one full page to HOME, in- 
cluding a tear-off coupon, and 
suggested HOME as a Christ- 
mas gift for friends. Forest 
City Material’s full-page ad in 
the Sunday Plain Dealer 
carried a special insert with the 
firm’s subscription offer to 
HOME Magazine. 

In addition, Forest City 
Material Co. has subscribed for 
all of its employes who request 
that the magazine be mailed to 
their homes. 

“HOME must be good,” 
added Carlon, “since most of 
our employes— people who 
know home building and lum- 
ber—have been asked to be put 
on the mailing list. Needless 
to say, we don’t have any doubt 
as to the value of your maga 
zine.” ! 









HOME Maintenance 
and Improvement Magazine 


V is mailed to lumber and buiid- 
ing products dealers’ custom- 
ers and prospects. 


V printed in four colors on qual- 
ity paper. 

V dealer merely sends his list to 
publisher at Chicago. 


V dealer's imprint appears on 
each copy mailed to his list. 


V HOME published March 1, June 
1, September 1 and December 1 


V HOME articles all written to 
create and stimulate dealer 
store traffic and sales. 


V dealer pays only 11c per copy 
including all expenses — mini- 
mum order 100. 
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run on hardwood flooring. 
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Full-color advertisements will make 
»eoee"'Th even easier for you to sell the 
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“flooring,that outsells all others! 
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WRITE FOR LITERATURE, PRICES AND SALES HELPS 


Hardwood Floow. 


PRODUCTS OF E. L. BRUCE CO., MEMPHIS, TENN. 


World’s Largest Maker of Hardwood Floors 








BUILDERS LOOK AT 


1952 


@ product of : 
OWENS -ILLINOIS GLASS COMPANY- TOLEDO 1, OHIO 








GLASS BLOCK CAN SAVE metal sash and weatherstripping. It is especially 
useful in basement windows. Illinois dealers looking over the exhibit are Ralph 
Hurwitz, purchasing agent, and T. S. Kunkler, floor manager, Barker-Lubin Co., 


Springfield (left). 
Research Council, Champaign (right.) 


Clarence J. Thompson, chairman of the Lumber Dealers 


Home Builders Optimistic 
Despite New Problems 


Shortage of metals, and mortgage money, 
greatest curbs to another big home-building year. 
NAHB members see new substitute materials at Chi- 


cago exposition. 


Builders came away from the 
eighth National Home Builders 
convention and exposition in 
Chicago last month optimistic, 
although facing multiple prob- 
lems which will hobble con- 
struction in 1952—at least com- 
pared with 1950-1951. 

They were optimistic because 
government officials have given 
the green light to 800,000 resi- 
dential units in 1952. (They de- 
nied ever saying that 600,000 
units would be the peak for this 
year.) 

Materials shortages, especial- 
ly copper, aluminum, brass and 
steel, will be the major limiting 
factors on residential construc- 
tion. But by the end of the year 
this picture will be brighter, 
Manley Fleischmann, adminis- 
trator for the Defense Produc- 
tion Administration, assured 
them. Meantime he urged them 
to study the substitutes for crit- 
ical materials which were seen 
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on display in many booths. 

These substitutes included 
plastic water pipes; a glass- 
coated metal faucet which re- 
sists rust and lowers home 
plumbing costs; easily-assem- 
bled sewer pipes which do not 
require lead calking or expen- 
sive labor installation; a lam- 
inated wood paneling, stronger 
than most wood and cheaper 
than plywood; a paint which re- 
sists chipping and scratching 
and dust and grease. (See pic- 
ture pages in this section for 
other items.) 

Valuable as they are, these 
substitute materials must not 
be taken as an excuse for lower- 
ing construction standards, C. 
W. Smith, director of the hous- 
ing research foundation of the 
Southwest Research Institute, 
warned builders. 

“Houses which are poorly 
planned and which include in- 
ferior materials and equipment, 


constitute a waste which cannot 
be tolerated in the national 
emergency,” he asserted. 

Another serious problem fac- 
ing builders in 1952 is a short- 
age of mortgage money. 

“We are facing the bleakest 
outlook for GI and FHA home 
loans since VJ Day,” said W. P. 
(Bill) Atkinson, retiring presi- 
dent of NAHB. “Lenders are 
shying away from GI loans at 
4% in favor of other investment 
yields carrying the same net 
profit which have none of the 
paper work involved in govern- 
ment insured or guaranteed 
home loans.” 

With all these problems, 
builders were convinced that the 
1952 house, benefiting from ma- 
jor developments in design and 
construction, will be an _ out- 
standing buy. 

Alan E. Brockbank, Salt Lake 
City builder and newly-elected 
president of NAHB, listed 10 
features’ which will help make 
the 1952 house a “best buy.” 
These were: 


1. Use of non-bearing interior 
walls which allow use of mov- 
able interior partitions. These 
interior walls in some cases will 
be floor-to-ceiling storage wall 
units or floor-to-ceiling book 
cases which swing on hinges. 


2. Increased use of dual-pur- 
pose winter heating and sum- 
mer air conditioning units. Such 
equipment is now being pro- 
duced at a cost which permits 
it to be used in homes costing 
under $12,000 in some areas. 


3. Floor plans designed for 
easy expansion. Pre-planning 
for expansion, Brockbank point- 
ed out, eliminates a badly-plan- 
ned third bedroom cutting off 
the view, also the ventilation of 
bath and kitchen. 


4. Increased popularity 0! 
recessed and indirect lighting, 
also supplemental floor light- 
ing. 

5. Use of dual-purpose fur 
niture (coffee table which dou- 
bles as a dining room table) de 
signed and built for today’: 
modern homes. 


6. Increased use of simpli 
fied roofs. More living room 
ceilings which follow the con 
tour of the roof. 

7. Increased use of electri 
appliances. Low-cost approac' 
to air conditioning by use o 
more exhaust fans in bath, base 


(continued on page 146) 
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CLOSETS ARE A SPECIALTY with small builder Martin 
L. Bartling, Jr., Knoxville, Tenn., seen behind the micro- 
phone. This wardrobe closet (quarter-scale model) util- 


doors lift out. 


izes no hardware except 10c door pulls. Doors slide an 
small hardwood track impregnated with paraffin. The 


Dealers Divulge Private Trade Secrets 


Storage walls, built-ins, pre-cutting and packaging, and cost-cutting 
techniques of design and construction are explained by NAHB panel for the bene- 
fit of the industry. Here are direct quotations from the builders themselves. 


The one session at the NAHB 
‘convention which caused the 
most favorable comment was 
‘Operation Trade Secrets.” This 
neeting was moderated by W. 
>. (Bill) Atkinson, association 
resident and the man who 
riginated the idea of builders 
00ling their “trade secrets” for 
he benefit of the entire indus- 
ry. 

How time and labor saving 
devices and materials are en- 
«bling them to produce more 
house for less money was dis- 
cussed by 36 of the nation’s 
leading builders in a give-and- 
take exchange. Some builders 
also had tried some public re- 
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lations ideas which the retail 
lumber dealer might use. The 
ballroom was crowded for the 
entire session. 

Most of the panel members 
were builders who had already 
participated in a series of re- 
gional “trade secret” meetings. 
This year “trade secret” panels 
will be held by builders at the 
local level. 

Here are some of the “trade 
secrets” as revealed in the 
builder’s own words at the Chi- 
cago session. 

Packaging for the Job: (Ned 
Cole, Austin, Tex.) We are 
great believers in the package 
idea. If a window comes out on 


the job, it should be complete, 
ready to install in a few min- 
utes. The carpenter’s time 
should be all that is required. 
We believe that the product 
should be fully assembled and 
finished insofar as possible be- 
fore arrival at the site. Car- 
penter work in our section of 
the country runs about a dollar 
a square foot. Off-site work re- 
duces the carpenter labor cost 
on our house to 35c a square 
foot. We are not saving in the 
cost of the house; we are merely 
substituting material cost for 
labor cost. We are substituting 
manufactured products for 


‘ skilled labor. Consequently, you 
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JANUARY Is: 951 


JANUARY 18. 1952 


1952 


160 Local Associations 


et onbershg Q 195 Local Associations 


ASSOCIATION INC 


“OPERATION TRADE SECRETS” PANEL ready for ac- 
tion at the NAHB convention in Chicago: W. P. 


MCUASE 
BEASE 


(Bill) 


Atkinson, outgoing president of NAHB, who developed the 


can open one of our loaded 
drawers with your little finger; 
and you can open one of our 
sliding doors noiselessly. 

The one-room idea reduces 
labor costs. This means build- 


ing a shell of outside walls and © 


roof—giving the mechanics a 
lot of space in which to work, 
thereby pushing up the labor 
output and doubling the amount 
of storage space in the house. 
Homeowners want planned, or- 
derly storage space from the 
bathroom to the kitchen and 
from the storage rooms to the 
utility rooms—space that a 
builder can install in one op- 
eration. 


Expandable House: (Cole, 
con’td) By using no bearing 
partitions whatsoever, you have 
tremendous flexibility in all the 
house and you also save on 
plumbing. Since we package 
our entire storage wall, by re- 
moving a few screws we can re- 
arrange the plan of the house 
to make a three-bedroom house 
out of a two-bedroom house or 
you can add a wing or a den. 


Storage Walls: (Martin L. 
Bartling, Jr., Knoxville, Tenn.) 
Our system of storage walls 
does many things for the small 
builder. It will cut down on 
supervision, building time and 
overhead. It also uses a mini- 
mum of critical materials and 
the end product quality - wise 
and design-wise is greatly im- 
proved. 

By using the storage wall, we 
can effect savings of anywhere 
from two to eight inches in the 
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thickness of each closet wall. 
Translated into footage of $10 
to $12 a foot, that is a substan- 
tial item. It takes only two men 
—two finish men—to put up 
these storage walls in your 
house and in the average house 
of 1,000 square feet; this is 
done in*two or three hours. In 
our case, we reduced the num- 
ber of carpenters who build a 
given number of houses each 
year from 16 to 7, and kept 
our volume at the same level. 


Our storage wall can be built 
in any local millwork shop any- 
where at a cost comparable to 
ours. Basically it is a 2x2 
frame, exposed on the inside of 
the closet covered with a half- 
inch sheetrock on the outside 
and the top. It has a quarter- 
inch plywood floor and sliding 
doors of various types—raised 
panel, plywood and lately, 
Novoply doors. The last mate- 
rial has a great future due to 
freedom from warping. 

The cost in the non-spoil area 
to the builder for a four-foot 
closet, four-foot wardrobe eight 
foot high and two foot deep, is 
$40 per unit which is equal if 
not lower than a conventional 
closet. 


We do not ship our storage 
walls knocked down. They come 
to the job as a box, which limits 
their use as far as shipment is 
concerned, but they are pe- 
culiarly adapted to the local 
need. We find that by judi- 
ciously using the storage wall 
principle, we can cut our erec- 
tion time by at least one-third. 

We have linen closets, clothes 
hampers and china closets. We 





idea of the “trade secrets” conferences, is seen upper 
center, moderating the panel. 


have vanities, broom closets, 
chests of drawers to fit in the 
closets, shoe racks and so on, 
all of which come at different 
prices. Basically, they all come 
close to the $40 figure. 


Good Design Cuts Costs: (Al 
La Pierre, Seattle) Through 
proper designing, you can bring 
about many of the 10 following 
low-cost features: 


1. Window design—instead 
of just cutting a hole into a 
wall and calling it a window, 
we ribnetize the windows or 
chrome-line them just like auto- 
mobiles, thereby bringing the 
height of the house down. 


2. Storage walls, pre-assem- 
bled and built-in. The inside of 
a house is nothing more than 
a shell and we move in these 
pre-assembled built-in features. 
It is possible by doing this to 
get 850 square feet of livability 
out of 700 square feet of actua! 
size. 


3. We pay a lot of attention 
to our bearing walls. We ar- 
range them to eliminate parti 
tions and arrive at more ope! 
planning. 


4. Corners. Through bette: 
inter - designing we _ eliminat: 
from 30 to 40 inside and out 
side corners; then use 4x1: 
plaster board, ceiling and walls 
instead of 4x8, eliminating extr: 
labor. 


5. Millwork. We take thi 
millwork, similar to the win- 
dows previously discussed, elim. 
inating layer on layer of eithe: 
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Mm 77edd SIEELCRAFT INDUSTRIAL 
G27 PIVOTED STEEL WINDOWS 


HOT ROLLED NEW BILLET STEEL 
STURDY HEAVY DUTY CONSTRUCTION 
DOUBLE CONTACT WEATHERING 
BUILT-IN BEARING TYPE PIVOT 
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ecially designed 
for Factories, Ware- 
houses, Garages, 
Stores and other In- 
dustrial and Commer- 
cial installations. 


















































...and they’re BONDERIZED for Protection. 


When daylight, ventilation and economy are the primary considerations in 
planning a new building, Steelcraft Industrial Pivoted Steel Windows are the 
answer. With Steelcraft Industrial Pivoted-Type Windows you can plan 
continuous walls of glass or use them as units. 














Made of hot rolled new billet steel, Steelcraft Windows are strong and 
rugged yet designed for maximum light. Steelcraft pivoted windows are 
engineered for permanent, easy operation of the vented section. They cannot 
stick, warp or shrink and always operate easily under all weather conditions, 
The outside sections are angle shaped to provide firm anchorage in the 
masonry or mullion connection. Double Flat contact weathering is provided 
on all four sides of the ventilator. 
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wa FREE CATALOG ——— 
“* Write today for complete 
Be information on Steelcraft MAIL COUPON NOW 
4 Pivoted-Type Industrial  — UG er fn ma ma a a a a a a a a a a 
@ . Windows. Mail the coupon wee: STEELCRAFT MANUFACTURING COMPANY, DEPT. AL-252 
Ss inci | 9017 Blue Ash Road, Rossmoyne, Ohio 


Please send me complete information on Steelcraft Industrial 
Windows. 
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NU Fa CTU RA eG COMPANY. eg CLOT LOBE CE PR EEL LE 
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WINDOW FRAME DEVELOPED by Andy Place, (at the microphone), utilizes 
the structural part of the house. Frames are made in his own shop from No. 2 
and better Ponderosa pine 2x4’s. The sill is another piece of 2x6 and the 
window casings are short 2x4’s cut in half. 


vertical grained wood, steel or 
aluminum. 


6. We provided slab flooring, 
which we find less expensive 
and very acceptable to the pub- 
lic. 


7. We use dry wall construc- 
tion. 


8. We use our own concrete 
plant, thereby having our con- 
crete on the job exactly when 
we need it. 


9. By setting up your own 
engineering department and de- 
signing department you will 
get familiar with the different 
materials to place through your 
construction crews. 


10. Use heavy construction 
equipment of your own, thereby 
avoiding delays. 


In many recent developments, 
there has been too much ex- 
terior applique — bird houses, 
shutters, trellises and flower 
boxes. Spend your dollars in 
good, sound improvements in 
design. 


I predict four leading im- 
provements in design in 1952: 
storage walls, window walls, 
cabinetized bathrooms and 
built-in furniture in the bed- 
rooms. Except for the shower, 
it has been 30 years since we 
made a major improvement in 
the bathroom. 
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Conserving Materials: (Leon- 
ard L. Frank, Hempstead, L. I.) 
We make quite a saving by using 
gypsum sheathing and nails for 
applying the exterior shingles 
to the gypsum. Gypsum sheath- 
ing has little cutting cost, no 
milling waste and takes con- 
siderably less labor to apply. 


We have used the wall, which 
is at least eight inches wide, 
where the plumbing is installed 
to put in a bare storage wall 
unit, using a Masonite cliding 
door and Masonite sliding mir- 
ror, thus eliminating the medi- 


cine cabinet. The same type of. 


construction can be used in 
kitchen cabinet construction. 
Both kitchen and bath cabinets 
can be sprayed on the job the 
same color as the wall with 
contrasting colors for the doors. 


We use dry wall construction 
in houses of $27,000. Public ac- 
ceptance is good. Some were 
better than a plaster job and 
we were still able to outsell 
those using Sheetrock. All have 
Masonite interior-door con- 
struction which has_ proved 
satisfactory. We are now ex- 
perimenting with Masonite ex- 
terior doors. All closet doors 
are the sliding type. We are 
experimenting with Novoply. 

Because of the high cost of 
labor, we try to eliminate as 
much of the masonry as possi- 
ble. We have eliminated the 
entire brick work on the low- 
cost house. We use the pre- 





fabricated chimney, which has 
proved very satisfactory and 
does a good job. We standard- 
ize on one-color linoleum. 


Slab Construction: (Herman 
York, Jamaica, N. Y.) By elim- 
inating the cellar and using 
slab construction, we have the 
greatest cost saver of critical 
materials and at the same time 
the greatest potential in pro- 
gressive planning. Here are 24 
advantages: 1. Lower cost. 2. 
No excavation. 3. Minimum 
form work. 4. No first-floor 
girders. 5. No airways. 6. No 
waterproofing. 7. No founda- 
tion sills. 8. No first-floor joists, 
less bridging. 9. No exterior- 
door steps. 10. No sub-flooring. 
11. Less sheathing, less exterior 
finish. 12. Minimum back fill. 
13. Easier exterior erection and 
finishing. 14. Fewer partitions. 
15. Greater pre-fab chimney 
possibility. 

Saving critical materials, a 
basementless house: 16. Has no 
alley columns. 17. No steel 
girders. 19. Less plumbing lines. 
20. Less use of critical mate- 
rials for heating supply system. 
21. Less nails. 


Under the progressive plan- 
ning idea out of the use of 
slabs: 22. Freedom from bear- 
ing partition location. 23. More 
open planning possible. 24. Bet- 
ter accessibility to outdoor liv- 
ing. 


Saving Here and There: (Lou 
Carey, Denver) We do every- 
thing we can in the way of 
equipment, machinery and gim- 
micks to save money and cut 
costs. One of the best things we 
have is door machine design 
The door machine is simple and 
can be made. We save $2 a doo1 
on the fitting of the door alone. 
We use the rip saw in the yard. 
We buy all material by the car- 
load and bring it in that way 
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and do a considerable amount 
of upgrading of material by 
using the rip saw. We get all 
of the modeling, all of our 
jambs, out of No. 3 and No. 4 
boards. If a man knows what he 
is looking for on a board, he can 
rip out four or five different 
sizes. The remainder is suitable 
for stripping (furring) under 
asbestos siding. Also, he can 
work out jambs and any other 
specialties that go into the ma- 
terial. 


Low Rental Apartments: 
(Fritz Burns, Los Angeles) Our 
greatest current trade secret is 
that we have found that we can 
build good, livable, attractive 
apartments and rent them for 
$45 for one bedroom and $55 
for two bedrooms in our part 
of the country. We are not try- 
ing to keep this a secret. In 
fact, basic plans and specifica- 
tions are available to everybody 
‘ree for the asking. There is 
10 one big secret; instead, a 
series of interlocking, smaller 
secrets. It is an investment, 
ind as an investment it requires 
that you put some money into it. 


Sub-contracting Cheaper: 


-'Fred P. Meagher, Upper 


Jarby, Pa.) Contrary to a lot 
of builders, we believe that sub- 
contracting is the cheapest way 
of doing business. It takes less 
bookkeeping. It costs you less 
interest. Servicing is more rea- 
sonable. Subcontractors are 
specialists in their field and are 
sble to do their work more 
cheaply, if you as a builder 
know what their work is worth, 
and when you allow them a rea- 
sonable to a small profit. 


Pre-cutting and Pre-packing: 
(rank A. Collins, Chester, Pa.) 
We have a setup with a lumber 
dealer. We personally make up 
a list of our lumber and the 
sizes we need. We then set up 
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SIMPLIFIED PLUMBING TREE developed by Andy Place of South Bend, Ind., 
takes care of a double kitchen sink with garbage disposal, two toilets, two 
lavatories, bathtub and a floor drain without reventing. He estimates this 
simplified plumbing tree saves him $51 per house. 


jigs and saws and cut our lum- 
ber to these sizes. Then the 
pieces are bundled; two houses 
are placed on a truck and taken 
out to the job. The carpenters 
are told that if any of the pieces 
are stolen or taken away, they 
are out of work for the day. 
We use a lot of built-in fur- 
niture which is quite elaborate. 
It is made in the shop and 
brought into the house. This 
furniture eliminates partition 
walls, also a lot of furniture in 
the bedrooms. China closets and 
bookcases are built in. We have 
lunch bars, chairs, etc., that are 
put into the mortgage; it saves 
young people who are buying 
furniture a lot of money. 


Maintenance Warranties: 
(Emanuel M. Spiegel, New 
Brunswick, N. J.) No matter 
what house you build, you are 
bound to get some complaints. 
Some of these complaints are 
nuisance complaints. Our 
method of procedure has been 


approved by the local VA office. 


which now guarantees our base- 
ments against seepage and 
water pressures for one year; 
we guarantee our heating sys- 
tems and septic tanks for the 
same period, also our roofs and 
flashings. 


We have concluded an ar- 
rangement with the VA where- 
by the veteran within 30 days 
after he takes title must write 
a letter to his builder informing 
him of some of the minor items 


involving upkeep and mainte- 
nance which he claims are not 
in proper order. Within 30 days 
the builder will make these ad-. 
justments. Afterward the VA 
writes a letter to the veteran 
informing him of his responsi- 
bility thereafter for all upkeep 
and maintenance. 


Construction Warranty: 
(Franklin Burns, Denver) We 
have issued over 1,500 construc- 
tion warranties since 1949. We 
have what we call an expediter 
who sits in on the closing. He 
sees that the buyer and sales- 
man did not misrepresent any- 
thing. It is his job to follow 
through and see that the com- 
plaints or adjustments are 
taken care of immediately. 

We set aside $50 per house in 
a fund for adjustments of com- 
plaints. Actually, it has not 
averaged that much per house. 
At the end of the year, we had 
— half of that fund still 
eft. 


We feel it has done a good 
public relations job. In one in- 
stance the buyer was dissatis- 
fied. We said, “If you are that 
dissatisfied, we will buy the 
house back.” Two weeks later 
he came back and said, “Can 
you sell me another house some- 
where else.” I look forward to 
the day when the majority of 
home builders will have a serv- 
ice policy of some kind. (Burns 
offers a copy of his warranty 
‘to anyone who writes for it.) 
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WOOD CAN BE SUBSTITUTED for metal in many cases. 
Here are samples of non-metallic gutters in Douglas fir 
and California redwood; also sample of a non-metallic roof 
and gutter in which the facia board on the overhang 
projects upward and becomes a gutter. 
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HOW TO STRETCH COPPER as far as possible in small 
residence construction is demonstrated in this model 
home which Charles Wagner, Indianapolis lumberman, is 
examining. 


Manufacturers Introduce Substitute Materials to 
Meet Shortage of Critical Items 


Lumbermen view new products at big National Home Builders expo- 
sition in Chicago. These materials will help home-building industry reach its goal 


of 800,000 units. 


R EASY EPS FOR INSTALLATION 
























1. Use marker Bore a 
1%/e" hole through door 
and 0 S/o” hole in edge 
of door. Bore 4" hole - 
for emergency key hole 

on outside of door gy 
tocated by mark 
Mortise for front 


9. insert latch cos 
Secure torch wh 
plate. Puch lock 
‘on toil of latch 


} cane 


LOCKSETS OF BRASS-FINISHED STEEL instead of solid 
brass are helping save critical metals. Don Crooks vice 
president of the Building Material Exhibitors Association, 
holds a solid brass lock (key in lock) and a brass-finished 
steel lock. Their exterior appearance is the same. 
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wrhere Figebug fitings 


PLASTIC SHOWER HEADS have eliminated 100% of the 
copper and brass formerly used by these fittings. Plastic 
on the shower head, says the manufacturer, is just as sat- 
isfactory as was the metal. 
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PREFABRICATED METAL DUCT only 3%” in diameter, 
will save up to 400 pounds of steel per house over con- 
ventional systems. It will cut down installation time since 
all parts are standardized. C. Russell Carlson, manager, 
Simpson-Powelson Lumber Co., Galesburg, Ill., points out 





degrees. 


the feature of this heating system to Mrs. Carlson. 





THIS SOIL PIPE assembly eliminates 
the use of lead calking. Result is a 
considerable saving in time and labor 
‘osts. The pipe comes in extra long 
tandard lengths of 10 feet. Pipe and 
fittings are available in three diam- 
eters—4”, 5” and 6”. 
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manufacturer’s representative. 
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NEW HORIZONTAL SLIDING WINDOW which is said to 
use only one-third the amount of aluminum used in other 
type of aluminum windows is being demonstrated by a 





PLASTIC WATER PIPE is being util- 
ized increasingly for cold water lines, 
warm water lines and low and medium 
pressure gas lines. It is manufactured 
from a basic plastic known as Tenite. 


NEW COUNTER SURFACING MATERIAL requires no 
metal trim. Louis Carruthers, Memphis lumberman, studies 
the new plastic kitchen working surface which is seam- 


gt 66 
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LAMINATED FIBER TUBING can be used in the place of 
metal ducts for supply and return lines in radial and 
perimeter heating installations. The duct imbedded in con- 
crete slabs is said to withstand temperatures up to 350 





PLASTIC JUNCTION BOX conserves 
copper and steel. The manufacturer of 
this equipment utilizes a low-voltage 
switching system, permitting the use 
of aluminum and steel wire which are 
not as critical as copper wire. It is 
estimated that this new application 
will save more than three pounds of 
copper and 15 pounds of steel in an 
800-square foot home. 





Poe 


less, self-supporting and has the backsplash and front 
edge molded as an integral part of the work surface. 
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MODERATOR EARL W. SMITH: “I 
pre-cut and sub-let just about every- 
(Rime... 

















SMITH’S CALIFORNIA SLAB—crown added. 


Builders Talk Shop 


Slab floors, perimeter heating, and flat tops 
get major emphasis, as builders sit around and swap 
ideas at NAHB Convention. 


What’s the Other Fellow 
Doing? That’s the question 
asked most often at the work- 
shop sessions of the Convention. 
Builders took advantage of the 
chance to,ask questions, voice 
their pet peeves, and find out 
how their operations compared 
with others. Led by affable Earl 
W. Smith of California, this 
year’s clinic was perhaps the 
most successful of any yet held, 
partly as a consequence of the 
ground ‘work already laid by 
Operation Trade Secrets. Top- 
ics under discussion ranged 
from slab floors to sloped roofs, 
trusses and trim, incentive 
plans, and open shops—in fact, 
nearly anything that pertained 
to building. 


Slab Floors Are Favorite. The 
basement - versus - no - basement 
argument was aired (as usual), 
but without any sweeping con- 
clusions. Strong exponents for 
slab floors were South Bend 
builder Andy Case (See also his 
plumbing tree, page 87) and 
moderator Smith. Case also 
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sketched the merits of perimeter 
heating, insisting on the place- 
ment of the furnace at dead 
center if possible. According to 
him, perimeter heating is the 
answer to the metal shortage, 
because it utilizes no metal ex- 
cept for floor registers and the 
furnace itself. All duct work is 





clay tile—glazed tile, that is. 
Nothing else will do, he as- 
serted. Smith’s California slab 
is virtually the same as Case’s, 
except for the perimeter heat- 
ing, and slight crown at slab’s 
center (to give similar crown to 
frame and roof—for shedding 
of water). Latter idea of Smith’s 
is slightly ingenious, to say the 
least. 


Materials Are Pre-Cut. Build- 
ers everywhere are employing 
pre-cutting to some degree, even 
with such items as case work 
and trim. Everything in Smith’s 
California house is pre-cut, 
down to the last piece of trim. 
It conserves lumber, not labor, 
he emphasized. He does much 
of his buying from retailers and 


+ Foyt tile 
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ANDY CASE’S INDIANA SLAB, with perimeter heating. 
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0 for Redwood 


THE DURABLE LIFETIME LUMBER 
NOYO, “Chief of the Redwoods,” is the spirit of helpful service that 
has characterized the Union Lumber organization for over half a 
Century. Put NOYO to work for you on your next order for Redwood. 



















INTERIOR: Trim and Paneling, EXTERIOR: Sidings, Finish, 
Moulding, Ceiling Gutters, Log Cabin Siding, 
COMMON GRADES: Boards, Moulding, Shingles, Pickets 


Di ion. Ti 
imension, Timber INDUSTRIAL USES: For tanks, 


SHOP LUMBER: All thicknesses pipe, cooling towers, greenhouses 


write or phone nearest office 


UNION LUMBER COMPANY 

















caecmenenatiien Manufacturers 
WOO! 620 Market Street, San Francisco 
NEW YORK CHICAGO LOS ANGELES 





2735 Grand Cent. Term. 







228 N. La Salle St. 117 W. 9th Street 


Mills at Fort Bragg, California 
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DEPENDABLE QUALITY*FRIENDLY SERVICEs 


ow-ell-dor 


Family 


HOW-ELL-DOR Sectional Upsweep 


yarage Doors are distributed 
‘xclusively through dealers, and are 
ivailable in 36 stock sizes for 
esidential, commercial and service 
tation installation. Custom-built 
loors of unusual design or size 

re a specialty. 





‘he universally known 
{OW-ELL-DOR Electric Operators 
ior residential, commercial and 
industrial garage doors may be 
ebtained with remote or at-door 
control stations. Available for 







2 THE RANCHER a ae - 
a ; ; 
New low cost sectional _ eee 


: he popular F cee OnT' k 
ean signed for t _ Stock sizes TE 
ail sizes and makes of doors. ony jonescer Sig" xl" Solid oF t0P OP EM ve 
onda 1%" an 10 install’ one tY-e 
Write for _— 











S€Ctions Y Or aij f a Cte Sto r, 
FREE 7 Sk size 
Catalogs THE HOWELL MANUFACTURING CO., 7200 HASBROOK AVENUE, PHILA. 11, PENNA. 
BUILDING PRODUCTS MERCHANDISER 91 








BUILDERS LOOK AT 


1952 








Cuilt-syo Roof 



























































SMITH’S planked beam construction, with plenty of cantilever. 


sub-lets all his contracts save 
plumbing, on which item alone 
he saves about $230 per house. 
He gets full FHA backing (it 
was a struggle at first) and 
practically no kick-backs from 
disgruntled owners. Much of 
his success can be traced to 
careful engineering, use of dry 
lumber, and no labor troubles. 
Incentive plans? He doesn’t 
need any. Waste? Practically 
none. He uses every stick of 
his lumber, even his site “drop- 
pings’—what few he has, that 
is. He wraps his framing lum- 
ber in one big bundle to dis- 
courage pilfering on the site. 
Only his foreman is allowed to 
break the metal strap. 


Roofs Are Trussed. Ring- 
connected trusses were thought 
to be more economical than 
other types, and so far there 
are little indications that ring 
connectors will be in serious 
short supply. Some builders 
had strong objections, based 
largely on customer complaints 
to trussed roofs; attic storage 
space was completely lost, they 
said. Research workers at the 
University of Illinois are work- 
ing on an answer to this prob- 
lem, hoping to design a new 
truss that will permit such stor- 
age. 

Dry Walls a Poppin’. That 
old demon nail-popping came in 
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for considerable harangue, 
though everybody was in agree- 
ment on certain basic points. 
Applicators, they said, usually 
turn out better dry wall jobs 
than carpenters. This may be 
the result of (1) keeping their 
nails no more than 6-8 inches 
apart, (2) use of hard, dry, per- 
fectly plumbed studs, (3) hold- 
ing boards up tight against 
studs while nailing. A few east- 
ern builders are using a new 
type of sand-finish paint over 
dry wall; it brushes on and 
does a good job of hiding de- 
fects. 


Trim Is Trimmed. Fancy 
moldings and other expensive 
millwork are becoming a thing 
of the past. Trim is getting nar- 
rower and less is going into 
houses. Half-rounds are used 
in place of cove and other kinds 
of moldings. One builder has 
switched to bull-nosed stops for 
ceiling trim ; another substitutes 
butt joints for miters in door 
casings. The public is getting 
used to modern trim treatments 
and seldom notices any differ- 
ence when savings are made. 
This was one subject upon 
which builders were practically 
unanimous. They figure that 
less trim means less expense in 
labor and lumber. 


Mothballing Is for Tubs. 
Builders in the New York area 








are taking a leaf from the 
navy’s notebook. They’re spray- 
ing their tubs and other fixtures 
with a plastic coating to prevent 
on-the-job accidents. It peels 
off in a jiffy, costs less than 
hiring a skilled tub-patcher. In- 
dustry on the whole is some- 
what slow to adopt this tech- 
nique, though it would probably 
mean great savings. Mothball- 
ing can also be applied to 
hardware and aluminum sash. 
Look for it to gain widespread 
favor in the near future. 


Flat Tops Are Comin’... 
Winding up the last day’s meet- 
ing was moderator Smith him- 
self, with predictions of things 
to come. In 10 to 20 years, he 
says, flat roofs will be here to 
stay. He expects to go on build- 
ing them indefinitely, it seems, 
and has already erected a num- 
ber in Nevada. This winter’s 
heavy snows will put them to 
test; no complaints so far, he 
says. Amazing economies can 
be had with his exposed bev- 
elled edge planked-beam con- 
struction. One look at its sim- 
plicity and you can see why. 
The planks have got to be dry, 
he cautions—about 12-15% 
moisture content. Same is true 
for beams, which consist of 
No. 2 (or better) 2 x 6’s spiked 
together. Their bottom edges 
are also bevelled. 
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Chalk Line—Made from a strong fine cotton 
yarn but softly twisted to hold chalk. 
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Twisted Mason's Line — Similar to Chalk Venetian Blind Cord—Made of the highest 

Line but put up in connected hanks. Used quality fine plied yarn. This is the best blind 

as Chalk Line, Layout Line, ete. cord made. Available in a wide assortment 
of colors. 








Twisted Mason's line, chalk line, wrapping 
twine in natural or colors and other items 
put up in 1% or 2 Lb. balls are packaged in 
transparent polyethylene Snap-Sacks*. 


*T.M. Shellmar Prod. Corp. 
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JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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Braided Cord — A strong cord which will 
not kink or unravel. Used as Mason's Line, 
Awning Cord, etc. 
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Sash Cord—A remarkably strong, long last- 
ing cord. A tough cord for tough jobs. 








BUILDERS LOOK AT 


CONGRESSMEN AND OTHER HOUSING EXPERTS dis- 
cuss ways of financing houses under new ceiling regula- 


Financing for ’52 


1952 


Panel of experts at NAHB Convention gives 
views on new ceiling figure and its effect on home 


financing. 


What’s in view for ’52? That 
was the question before the 
panel of financial experts in the 
building industry. Will mort- 
gage money be available? If so, 
how much? What about GI 
loans? How is the new ceiling 
figure going to affect money, 
especially private money? These 
are some of the questions to 
which panel members gave an- 
swers. 

Raymond Foley, Price Admin- 
istrator for HHFA, announced 
the new figure of 800,000 units 
as being the number that could 
be safely started for the coming 
year. The figure was a com- 
promise, he added, between the 
1,000,000 that was hoped and 
the 600,000 that was rumored. 
It is the figure, he said, which 
the government hopes will be in 
line with the nation’s needs, and 
which will not produce infla- 
tion. It is not an “austerity” 
figure, he said, even though we 
are entering “the most critical 
period of our defense mobiliza- 
tion program.” The figure does 
include defense housing, which 
already has earmarked 144 
areas in the country as criti- 
cally in need. This need will be 
met by private enterprise—of 
that he felt sure. He saw no 
reason for any alarm, however, 
on the part of the building in- 
dustry, though he warned that 
any relaxation of “self-disci- 
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pline in the matter of seasonal 
distribution” might lead to con- 
trol measures. 


Inflation, no. Whether such 
reduction in building from last 
year’s quota might bring infla- 
tion was the subject of con- 
siderable discussion among 
other members of the panel. 
Most agreed that overbuilding 
was just as dangerous as not 
building enough. “We will build 
the houses we are able to build,” 
said past president of NAHB, 
Thomas P. Coogan. Despite 
shortages, inflation did not 
seem inevitable, and there was 
some hope, even, that shortages 
might ease, though not imme- 
diately. 


GI loans, yes. T. B. King, 
director of the V.A.’s loan guar- 
antee service, gave some high- 
lights on present and future 
trends in GI loans. With one out 
of every four home loans still 
GI guaranteed, this type of 
financing is not to be counted 
out—now or in the future. True, 
there has been a marked de- 
crease (to the point of extinct- 
tion in some parts) of GI loan 
money; still this doesn’t mean 
that things won’t improve. No- 
body, he argued, can overlook 
the vast potential of the GI 
market, with some 13,000,000 
veterans still to be heard from. 
The factors now killing 4% 


tion’in panel at Chicago NAHB Convention. 
of mortgage money for FHA and Gi loans was chief topic. 





Availability 


money—low interest rate, high 
down payments for veterans, 
and the usual “red tape” that 
both borrowers and _ lenders 
must go through—promise to 
be improved. Things give por- 
tent, at least, of getting better 
instead of worse. A higher in- 
terest rate, one of the main cur- 
tailers of GI loans, does not 
seem likely, however, for the 
present. 

Enough for everybody. After 
defense-housing needs are met, 


there will still be 550,000 
units available for private 
building. Despite the severe 


drought of loan money in some 
areas, GI loans are still being 
processed at the rate of 25,000 
to 30,000 units per month. The 
rate stands to increase once 
defense-housing needs are met. 
FHA’s Franklin D. Richards 
feels that financing in the fu- 
ture will be adequate for ceiling 
figure recently set: “I think 
there will be ample funds for 
private industry to do the es- 
sential housing job for the na- 
tion.” 

In addition to panel members 
Richards, King, Coogan and 
Foley, others taking part in the 
discussion were Nathan Mani- 
low, NAHB mortgage finance 
committee chairman; Alan 
Brockbank, newly elected 
NAHB president; Robert H. 
Bush, representing the Ameri- 
can Legion; Aubrey Costa, pres- 
ident of the Mortgage Bankers 
Assn.; Perry Prentice, publishe" 


of Magazine of Building; ani | 
Herbert S. Colton, counsel for | 
NAHB. Other distinguished © 
participants were U.S. Senator | 
John J. Sparkman and Con- 


gressman Jesse Wolcott. 
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STAIR HALL 


Haran 12” blocks with individual frames 
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include light...include privacy...include INSULUX 
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Insulux Glass Block® offers you opportunities to create new archi- 


tectural designs that cannot be achieved with any other material. 
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Write to Insulux, Dept. AL-2, Box 1035, Toledo 1, Ohio, for 


specifications using Insulux in these or other designs. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill's specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 
requirements. 





Joseph A. Adair Lumber Co. 
520 $. W. Sixth Avenue 
Portiand 4, Oregon 


Cari £. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg.. SPOKANE 8, WASH 


PINE SPECIALISTS 
TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCIS 
Telephone: AT 659! Teletype: PD572 











Duncan Lumber Co., Inc. 


818 Securities Bidg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns 





‘Morrill & Sturgeom Gaonsturc, 


Lumbe: Co 


YEON BLDG., PORTLAND, ORE. 
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Pacific National Lumber Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


435 Securities Bldg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 
OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Our 32nd Year 


rally, fidiar 
564 Market St., San Francisco 4, Cai. 


MAUK SEATTLE LUMBER COMPANY 


3935 University Way, Seattie 5, Wash. 
WESTERN LUMBER MERCHANTS 


Buatern (Mee & Wiavenunn«- 


THE C. A. MAUK LBR. CO., TOLEDO, O. 
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New Limitations on Housing 


Materials Planned 


Regulation will limit critical items in each 
unit. However, government spokesmen say sufficient 
critical materials will be available for 800,000 homes. 


New government regulations 
are being drafted to limit crit- 
ical materials for home build- 
ing, builders were told at the 
NAHB show in Chicago. There 
will be no direct control on 
stocks, promised Henry. M. Hey- 
mann, general counsel, con- 
struction division, National Pro- 
duction Authority, during a 


panel discussion on “Getting 
Your Building Materials in 
1952.” 


The Housing and Home Fi- 
nance Agency will administer 
the new regulation which, gov- 
ernment spokesmen asserted, 
will contain the minimum con- 
trols necessary to accomplish 
results. 

NAHB spokesmen strongly 
opposed any government move 
to limit the square footage of 
individual homes. Heymann de- 
clared that such a plan had not 
yet been “put on paper.” 

Short of an all-out war, this 
year will be the tightest pinch 
on critical materials for the 
construction industry, Manley 
Fleischmann, administrator, De- 
fense Production Administra- 
tion, told the session. 

Fleischmann denied that any 
responsible government official 
had at any time decided that 
housing starts should be lim- 
ited to 600,000 in 1952. The DPA 
administrator said he believed 
800,000 starts were possible by 
the judicious use of substitute 
materials for critical items. 
However, any effort to stretch 
the number of starts to well 
over 1,000,000 would seriously 
hurt the defense effort because 
of the secondary uses for metal 
for telephones, plumbing, elec- 
trical connections, etc. 

“We want to avoid a Federal 
permit system for housing,” 
Fleischmann added, “and we 
can with your help and coopera- 
tion.” The regulations now be- 
ing drafted, he said, will limit 
the strategic materials for each 
dwelling. 

Emphasizing that copper is 
the one most critical material, 


Fleischmann pointed out that 
only 3-5% of copper production 
was going for military goods 
before the Korean war; today, 
the military takes over 50% of 
the entire output. The same 
situation applies to aluminum. 
Most of the military’s copper 
uses is for ammunition while 
most of the aluminum is going 
into aircraft. 

But the biggest uses for both 
copper and structural steel is 
for industrial expansion. Some 
six billion dollars was approved 
by the last Congress for mili- 
tary construction. 

The demand for critical ma- 
terials, specifically copper and 
structural steel, is twice the 
current available supply, 
Fleischmann said. 

Charges that the government 
is not using the same yardstick 
for measuring critical materials 
for its public housing projects 
as private builders are required 
to use, were leveled by E. M. 
Spiegel, chairman of the NAHB 
emergency committee on ma- 
terials. Benjamin Shulman, di- 
rector, defense liaison staff, 
Housing and Home Finance 
Agency, denied that any struc- 
tural steel is now being used 
for public housing. 

Building materials, outside 
metal items, are available in 
quantity, members of the panel 
declared. Plumbing and _ heat- 
ing equipment is ample com- 
pared with a year ago, John 
Haynes, director of the build- 
ing materials division, NPA, 
said. A. Naughton Lane, presi- 
dent of the Producers Council, 
said hardware producers must 
rely on substitutes because o* 
the cut in brass goods. 

Commercial construction wi!| 
be hard hit, at least until late 
in the year, because of the 
shortage of structural stee,, 
Heymann said. Foreign ste:| 
will be permitted for construc- 
tion if a specific building is e:- 
sential and no _ significant 
amounts of critical materia's 
are involved. 
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HERE’S A SWEET CHUNK 
OF EXTRA BUSINESS! 


Mr. Building Supply Dealer! 


Are you one of the hundreds of building supply dealers now doing a profitable business on ARISTO-BILT Ready- 
to-Paint Furniture and Redwood Casual Furniture? Consumer interest is at an all-time high. You’re in a perfect 
spot to cash in on it! Famous ARISTO-BILT has a complete promotion worked out for you. ACT NOW! 











ee¢e¢e6e082 0202086668 


Risto Jur ronotrosa one FURNITURE 


A complete line, superbly styled and constructed. 
Sell them for less than it would cost you to make 
them to order. Mix ’em, match ’em, sell ’em by 
the grouping. 


MULTIPLE UNITS - BOOKCASES 
CHESTS - CABINETS - HUTCHES 
NIGHT TABLES - CHIFFEROBES 
CORNER CUPBOARDS 
CREDENZAS - SERVERS 
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REST 





A complete line 
na complete price range! 


SAWBUCKS - CHAISES LONGUES 
SERVING CARTS - UMBRELLA TABLES 
CLUB CHAIRS - COFFEE TABLES 
LOVE SEATS - OTTOMANS 

















Ready-to-Paint Furniture SShailon & C., BI oy 
Redwood Casual Furniture 1107 BROADWAY, NEW YORK 10, N. Y. 


American Furniture Mart, Chicago 1] + Western Merchandise Mart, San Francisco 3 
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MERCHANDISE IS DEPARTMENTALIZED by islands in 
the 6,000-foot sales area. Letter to new residents lists many 
of the 25,000 items stocked by the firm. 
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LOTS OF PARKING SPACE is available at J. Oviatt Bowers Company and this 
feature is played up in the firm’s newspaper advertising. 


Direct Mail Pays Off 


Alabama firm uses special invitation letter to 
new residents to step up business. 


Direct mail is one of the 
major merchandising factors 
at J. Oviatt Bowers Company, 
Inc., Tuscaloosa, Ala. It sup- 
plies leads for two outside 
salesmen who specialize in 
building material sales. This 
method also builds traffic to 
the firm’s store and warehouse, 
which comprises 34,000 square 
feet of space, including 6,000 
feet of sales area. 

This year the traffic count of 
actual customers who made 
purchases has exceeded last 
year’s, month by month. And 
1950’s traffic count was 14% 
above the previous year. 
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One _ effective direct mail 
piece, according to J. Oviatt 
Bowers, the firm’s president 
and treasurer, is a letter that 
goes to every newcomer in Tus- 
caloosa. The firm not only wel- 
comes the newcomers to Tusca- 
loosa and invites them to come 
to the store for a free gift; it 
also notifies them that a charge 
account has been opened for 
them at the store. 

In these fast changing times, 
the company considers this an 
important method of attracting 
new trade. The management 
uses this means, Mr. Bowers 
said, to replace customers who 
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J. OVIATT BOWERS, president and treasurer, and Mrs. 
Edith Clements, secretary of the firm. 


have died or moved away. 

Another direct mail item, 
mailed to all of the trading 
area’s homeowners is titled: 
“Your Home Is Your Castle.” 

This direct mail piece pro- 
motes home improvement — a 
new floor, new roof and items 
like screening and paint; it in- 
vites customers to call a sales- 
man to their homes. 

The salesman, according to 
the promotion, will help the 
homeowner plan improvements, 
help them secure labor and ex- 
plain the easy-payment plan: 
10% down and 30 months to 
pay the balance. 





Dr. and Mrs. Arthur H. Mountford 
Tuscaloosa, Alabama 


Dear Dr. and Mrs. Mountford: 


WELCOME TO TUSCALOOSA! 
We feel sure you will enjoy living 
here. 

When you get a convenient moment, 
we hope you will visit us. A charge 
account has been opened in your name. 
To aid you in shopping, we are en- 
closing a check list of a few of the 
25,000 items which are in stock for 
your selection. We have plenty of 
FREE parking space and prompt de- 
livery service. 

Our entire organization is anxious 
to serve you, and will do everythiny 
possible to make your shopping her 
a pleasure. 

Yours very truly, 
J. OVIATT BOWERS 
COMPANY, INC. 
J. Oviatt Bowers, President 
JOB:MB 


P. S. Bring this letter with you t» 
our store. Present it to one of ou” 
salesmen and you will receive FRE}: 
—————— your choice of a Kellog 
brush. Make selection from the en- 
closed folder. 





COPY OF LETTER sent to new res’- 
dents of Tuscaloosa, Ala. by J. Oviait 
Bowers Company. 
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We're two of the 


| BEST and BUSIEST 


NO 


BUILDERS’ HELPERS! 


We're the Weldwood Hardboard Elves. 


Always at your service...for the many 
types of things that we can do better. To meet all your requirements: both Stand- 


Versatility is our middle name. 


We're hardworking and easy to work nesses: Ye”, 3/16” and 1/4”. In sizes: 4’x6’, 
hardboards. Light in color. Easy to paint. 
Cut with sharp, clean edges. 


“Stan”, of course, is a nickname for wood Tempered Tile Board is available only 
Weldwood Standard Hardboard. in Vg” thickness and sizes 4’x4’, 4’x8’, 4’x12’. 

“Temp” stands for Weldwood Tempered Call your Weldwood salesman for Weld- 
Hardboard ... plastic-treated .. . water- wood Hardboard or Tile Board today. 
resistant. 


Put us to work on your next job. 





United States Plywood Corporation is the 
} World’s largest Plywood organization, 
producing a complete line of decorative 
hardwood plywood, fir plywood, Novo- 
ply*, Weldtex® and other specialty items 
—as well as the most complete line of 
wood-faced flush doors on the market. 


*Trade-mark registered 
Patented: other patents pending 
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ard and Tempered Grades of Weldwood 
Hardboard come in three popular thick- 


4’x8’, 4’x10’, 4’x12’ and 4’x16’. Panels up 
to 4’x12’ are wrapped six to a package. 
The 4’x16’ panels, four to a package. Weld- 











WELDWOOD’ Hardboard 


Manufactured by Abitibi Power and Paper Company 


Distributed Exclusively By 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 18, N. Y. 
Branches in Principal Cities + Distributing\Units in Chief Trading Areas 
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GRAND OPENING attracted a diversified crowd of more 
than 2,500 people. Note the listing of suppliers on the 


. iis, Wiis. wiih i 
wall at the left. 





SLIDING PANELS show roofing and siding samples in one of the American 
Factors showroom, Honolulu. 


Display Rooms Dramatize Materials 


Honolulu firm offers complete home-building 
services in spacious headquarters. 


New display facilities which 
dramatize the latest and finest 
quality building materials were 
viewed by 2,500 customers— 
contractors, architects, military 
and plantation personnel and 
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homeowners — at the opening 
held by American Factors, Ltd., 
Honolulu, Hawaii. 

An attractive loose-leaf pic- 
ture folder showing the sepa- 
rate specialized rooms for 





List extends to ceiling. Firm works closely 
with architects and builders. ; 


displaying linoleum, roofing, 
siding, acoustical materials, 
hardware, plumbing equipment 
and other materials, was pre- 
pared especially for suppliers 
on the mainland. Two of those 
pictures are reproduced here. 


American Factors, which con- 
ducts both wholesale and retail 
operations, offers a complete 
home-planning service—f rom 
the selection of plans and con- 
tractors through the completion 
bond for the job. Last fall the 
firm opened a model home in 
the $12,000-$14,000 class, com- 
pletely equipped down to gro- 
ceries on the kitchen shelves. 
Designed to make the most of 
Honolulu’s sun and air, the 
home received widespread pub- 
licity in the local press. 

The company also _ works 
closely with Honolulu’s archi- 
tects. Some 70 architects at- 
tended one American Factors 
meeting at which they were pre- 
sented the Amfac (American 
Factors) lumber and building 
material directory which lists 
the dozens of building items 
carried, and the name of the 
employe who can furnish first- 
hand information about these 
products. 

The booklet also pictured 11 
of the firm’s chief executives 
and department heads in addi- 
tion to black and white sketches 
of major products like lumber. 
glass, tile and builders’ tools. 
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How many “Walk-In” Customers 


WALK OU7... 






‘ 
nee ZL 


because you're busy 





with someone else ? 













KEEPS KITCHENS 
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WORKING 


VENTILATOR 
DISPLAY 








holds their interest \ / 
—and helps them ’ 
sell themselves! \ 


ie. 






“ee 





see our 
CATALOG 


SWEETS FILE 
for BUILDERS 


rH 


Beautiful 3-color display stand... with a FASCO 
“CEIL-N-WALL” ventilator and one each of the 
8-inch and 10-inch Outside Wall ventilators . 
every one of them is wired to work! 
Customers instantly see for themselves the basic 
superiority of FASCO ventilators—their modern look, 
smooth installation, quiet operation and efficient 
movement of air. 
Then you step in with the “clincher’—FASCO'S 


low prices—and you can chalk up another sale. 


..and 


Write Dept. AL for details of special 
combination offer including this display. 


Industries, Inc. 


ROCHESTER 2, N. Y. 
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‘This (JUL! fellow 


can make 


MONEY 
FOR YOU! 


Termites are now feasting upon your customer's 





Beer 


buildings. This damage is very real from your 
customer’s point of view. They are termite con- 
scious. Offer them NOW — an effective control at 
lower cost. You can add new profits to your sales 


volume by offering your customers... 


c Abesto 
CHEMICAL TERMITE CONTROL 


This effective material, used according to the 
simple directions on the label of each container, 
carries two powerful chemicals — pentachloro- 
phenol and ortho-dichlorobenzene — directly to the 


termite and his nest. 


ABESTO CHEMICAL TERMITE CONTROL is easily 
applied by ANYONE — saving your customers 
many dollars — and YOU make the profit! 


FREE LITERATURE. ..2¢ 4clé you sell/ 


Abesto furnishes free, colorful consumer literature 
and attention-compelling newspaper ad mats to 


help pull in customers for you. 


e Abesto 


MANUFACTURING CORPORATION 


MICHIGAN CITY, INDIANA 
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NEW BOND-HOWELL STORE and families of personnel 
on the occasion of the opening of the Daytona Beach, Fla. ning.” 
establishment. 





MANAGERS OF FIVE BOND-HOWELL STORES seated in the customer’s 
lounge of the new Bond-Howell store in Daytona Beach. 


Yard Receives Excellence Award 


Bond-Howell layout in Daytona Beach, Fla. 
proves that a lumber yard can look good, yet provide 
selling atmosphere. 


Daytona Beach. 
For 29 years Bond-Howell 


Florida’s East Coast resort 
towns glisten like clean polish- 
ed gems in green settings along was just another lumber yard 
the 250 miles of ocean front with sheds. After complete 
from Daytona Beach to Miami. modernization two years ago, 
Bond-Howell Lumber Com-_ the structure ranks high in 
pany’s layout is a gleaming  Florida’s architecture. 
facet in the jewel-like town of Following its remodeling in 





Planning Board as an “outstanding example of good plan- 
The firm name and that of seven building products, 
The building was cited by the Daytona left, are in red block letters. 





DOROTHY GUTH, who handles ad- 
vertising in the Daytona yard, ex- 
amines some of the paint accessories 
carried in the store. Lanky Planky 
is used as the firm’s insignia, fo 
newspaper ads, trucks and store dis- 
plays. 


1949 the Daytona Beach yard 
received a plaque from the Day- 
tona Beach City Planning 
Board for “outstanding service 
to the community in design and 
construction of offices, ware- 
houses and yards.” In the same 
year the yard was presented : 
“National Award of Merit’ 
from the National Retail Lum 
ber Dealers Association “foi 
distinguished service to its 
community and its industry in 
the field of Public Relations.’ 

Bond-Howell Lumber Com. 
pany works with contractor: 
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WINDOW DISPLAY featuring paints 
and screen doors is given a seasonal 
touch with a bathing beauty. 





AWNING-TYPE WINDOW display in 
he store was tied in with a news- 
yaper ad and resulted in a sellout. 


sand architects — all licensed 
men; when Bond-Howell recom- 
nends a man for a job, the com- 
any stands behind the job as 
vell as the materials. 

Customer contractors with 
prospects have the use of a 
complete library of magazines, 
house plans, remodeling and 
lecorating ideas. Cashier 
Jorothy Guth checks’ these 
booklets in and out. 

“Idea Books,” which usually 
sell for 50c¢ are given to spe- 
cial prospects who are_ in- 
terested in remodeling and re- 
pairing. Small four-page 
“Make - It - Yourself” Southern 
Pine folders and plans for 
lawn chairs, work bench, picnic 


But_Lptnc Propucts MERCHANDISER 


WAREHOUSE DOCK is truck bed height. Its 10,000 square feet of floor space 
is used to house most of the company’s building materials. 


tables and similar items are 
kept available on the counters. 

Envelope stuffers on floor 
finishing materials, door hard- 
ware, asbestos siding, etc., are 
sent out monthly with the state- 
ments. July, for example, hard- 
ware leaflets were used; in 
September, with tropical storms 
ahead the emphasis was on sid- 
ing and roofing. Last year Bond- 
Howell took a booth at Daytona 
Beach’s food fair to demon- 
strate a water-proofing system. 

Mrs. Guth, who also handles 
the advertising, points out that 
the “add-a-room” shown here, 
resulted in at least 10 jobs— 
and may have stimulated some 
new home business besides. 

The ad on Gate City awning 
windows produced a sellout and 
put the firm a month behind 
on orders. 

To tie in with the Southern 
Pine “Build-it-Yourself” coun- 
ter folders and plans, a “build- 
a-lawn chair” advertisement 
spurred on this business. Other 
products promoted by manufac- 
turers’ are literature tied-in 
with the newspaper advertising 
in the real estate section of the 
Sunday newspaper. The adver- 
tising character “Lanky- 
Planky” appears as the com- 
pany spokesman in most ads. 
Lanky Planky can also be seen 
in the display room pointing 
out sales items of timely in- 
terest. 

The company uses one out- 
side saleman. Building ma- 
terials handled include, lumber, 
plywood, millwork roofing, 


brick, cement, fireplace units, 
paint and painters. supplies, 
builders hardware and nails. 

There is room for seven box 
cars to be spotted on the siding 
in the yard where they can be 
unloaded on platforms at 
freight car level. Roller convey- 
ors are used to move materials 
to stock. , 

Inventory is kept in a modern 
warehouse of 10,000 square 
feet where millwork, roofing, 
plywood and many other items 
are stored. Point-of-sale mer- 
chandising goes on there, too. 
For example, a blackboard with 
a special paint price on a par- 
ticular paint was posted for all 
to see. One of the features of the 
warehouse is a nail sales count- 
er in which at least 50 types of 
nails are stored and displayed 
in bins beneath the counter. 

A two-way communications 
system with eight stations 
saves time and steps for office 
and yard personnel. 

One unusual feature of the 
Daytona Beach Bond-Howell 
display room is the comfortable 
waiting room equipped with 
overstuffed chairs and couch. 
Another unique feature is the 
mural map of Florida on the 
wall showing the geographical 
relationship between Bond- 
Howell’s Yards and the prin- 
ciple cities on the East Coast. 

The firm has six yards. The 
first was New Smyrna, estab- 
lished in 1912. The others are 
Daytona Beach, St. Augustine, 
Jacksonville, Live Oak and Lake 


City. 
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Customers Like to Save Money 


That’s what cash-and-carry volume shows at 
Sheridan Road Lumber Co., Peoria, Ill. 


“Pay and Pack—Save Your 
Jack.” 

With that slogan, Sheridan 
Road Lumber Co., Peoria, IIl., 
has doubled its monthly dollar 
volume since it started selling 
lumber six months ago on a 
cash and carry plan. 

Nine out of every ten of 
Sheridan’s customers now pack 
home their lumber, plaster 
board, insulation board, and 
plywood in everything from a 
pleasure car to a rented trailer. 

They get discounts averaging 
between 5-10 percent below 
regular cash prices. “Carry” 
customers account for one-half 
of the total dollar volume of 
Sheridan’s sales. 

Sheridan started the plan 
when Partners Thomas C. 
Harker, Jr. and Lyman R. 
Jennings discovered that a one- 
time customer had _ traveled 
some 40 miles from Peoria to 


get a “cash and carry discount” 
on lumber being sold at a for- 
mer army installation. 

“If a man would drive that 
far for a discount,’ Harker 
reasoned, “he would certainly 
be willing to travel to our city- 
limits store for the same deal.” 

The cash-carry idea is based 
on Harker’s conviction that 
most people “shop” for lumber 
strictly on a price basis. Any- 
thing that brings the price 
down increases the number of 
customers. 

Meanwhile, the Sheridan 
truck which no longer makes 
a number of profitless trips on 
small sales, is used to haul 
loads worth about $500 or 
more. 

Sheridan’s customers use a 
variety of vehicles, including 
panel trucks, pick-ups, trailers, 
and passenger cars. The maxi- 
mum amount hauled away is 
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CASH-AND-CARRY CUSTOMER Carl 
Anderson ties down a purchase of 
plywood. He gets a cash discount for 
making the delivery himself and the 
company saves trucking expense. 


2,000 board feet. Passenger 
cars can handle any board up 
to eight feet long. 

“Many of our customers 
rent trailers at 60 cents an 
hour—can drive out here, load 
up, unload at their homes and 
get back to the trailer rental 
agency within the 60-cent 
range,’ Harker said. 









of ventilation. . 


DEALERS ONLY. 


Feature GABRIEL 
BASEMENT WINDOWS 


Home owners prefer these outstanding windows because they're so 
easy to operate... A mere finger-touch will open them. . . Exclusive 
side-arm locking detail which locks the window automatically adds 
convenience. . . Top or bottom opening provides any desired amount 
. These and other modernized features, plus tradi- 
tional high quality, make Gabriel Basement Windows the best buy 
in the window field and the most profitable for you to sell... Available 
in popular 2-light sash of modular dimension. . . SOLD THROUGH 


Write for catalog A showing complete line of home-building specialties. 


GABRI 


National Sales Representatives: HARRIS, Inc., 200 E. Long St., Columbus 15, Ohio 


a 
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COMPAN Y 
43700 Sherwood, Defrost /2, Mich. 
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selling Heatilator Fireplaces!” 


Dough, mazuma or dollars... you make 
more of it selling Heatilator* Fire- 
places. And every contractor who 
builds a fireplace is a prospective cus- 
tomer. All you have to do is tell him 
how a Heatilator unit saves grief be- 
cause it’s scientifically designed and 
how it circulates heat to every corner 


of the room, even adjoining rooms. 


Heatilator Fireplace has been the leader 
in heat-circulating fireplace units since 
1927. That’s because powerful Heat- 
ilator advertising has been telling the 
story to architects, builders and pro- 
spective home owners. Heatilator, 
Inc., 332 E. Brighton Ave., Syracuse 5, 
New York. 


*Heatilator is the reg. trademark of Heatilator, Inc. 








... SELLING THE 


HEATILATOR 


T. M. REG. U. S. PAT. OFF. 


FIREPLA 
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Smooth metal 
smoke dome 


Extra-wide 
Damper extends down-draft shelf 


full width of throat 
Warm air outlet 


Convenient 
damper control 


Unobstructed 
throat opening 


One-piece firebox 







All heating surfaces 


of 3/16” steel Air intake 


Heating chamber > oe 
at sides and back of fire ‘Intake bafite 
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Moves into 
New Quarters 


Pioneer western 
Kansas firm attracts 1,500 
people on opening day. 


Foster Lumber Co. has a new 
yard on its old site in Leoti, 
Kan. In the old yard, there was 
no room for display. In the new 
layout, merchandise is on dis- 
play in the yard, office and 
basement. Hardware is neatly 
displayed in a room (12x16) 
which also features paint. Wood 
shingles, pine lath, fencing, 
snow fence, wood posts, brick 
and tile are displayed outside 
on a cement platform (17x198). 
The entire yard is situated on 
a lot 140x250; this includes a 
200-foot warehouse of buff- 
colored wire-cut brick backed 
with tile which is divided into 
20-foot bins for storage of roof- 
ing, insulation and other prod- 
ucts. The lumber warehouse is 
33x140. 

Opening day over 1,500 peo- 


ple visited the new yard. To 
greet them were Charles E. 
Merriweather, manager, center; 
also his office force, left to right, 











John Foster, charge of pur- 
chases; Harold Magnus, yard 
superintendent ; Wayne Koehler 
and Harold Moody, auditors. 
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Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 


DRY SHEDS—Ample Storage Adjacent to Car- 


DRY LOADING DOCK—-Can Load 19 Cars 


THERE IS NEVER A LET DOWN 


Mills at Anderson & Canby, California 
Sales Office: Anderson, California 


sign. Capacity 1 million feet per 
charge. 


line Means Dry Lumber for you. 
Under Roof. Assures you quick 


Shipment Regardless of Weather. 


IN OUR QUALITY- 
PRECISION MANUFACTURE 





The Ralph L. 
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srann WIRE 


SCREENINGS 


Triple your chances of making 
a sale by stocking all three Cortland 
Brand Insect Wire Screenings. Pre- 
ferred by homeowners because it 
comes in three popular price ranges, 
gives years of service, insures a 
better screening job. Meets U.S. 
Department of Commerce, National 
Bureau of Standards’ specifications. 
In 18 x 14 mesh, 24” to 48” widths, 
100 linear foot rolls. Extra wide 
widths also available. 


Due to material shortages, you may 
not be able to get immediate de- 
livery on all types of Cortland 
Brand Wire Screening. However, 
place your order now — we'll supply 
your jobber as quickly as we can. 


Cortland GRAY-WICK Popular all- 


purpose wire screening. Doubly pro- 
tected against corrosion by electro-zinc 
galvanizing and “glare-proofed” 
enameled finish. 


Cortland BRONZE Rust-resistant. 


Unaffected by weather, salt air, acids, 
gases. Stronger, longer-lasting than 
copper screening. Bright or dark bronze 
“antique” finish. 


Cortland ALUMINUM won't rust or 
stain because it’s made of aluminum 
clad wire. Strong and durable. Weighs 
less than half as much as steel insect 
wire screening. 


FREE MERCHANDISING KIT! 


Contains colorful streamers and folders to 
identify your store as 
Wire Screening Head- 
quarters. Also Poultry 
Netting, Nail and Brad 
window streamers. Send 
for your kit today! 


‘WB : 
WICKWIRE BROTHERS, INC. 
Cortland, N. Y. 


¢ POULTRY NETTING 
* HARDWARE CLOTH 
e NAILS & BRADS 
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TAKING PART IN A CONFERENCE that planned the Oklahoma Lumbermen’s 
Association trade courses were: Left to right. S. O. Spurrier, Spurrier Lumber 
Co., Okmulgee; Dale Carter, Carter Lumber Co., Tulsa; L. K. Covelle, School 
director; R. A. “Bob” Parker, Parker Lumber Co., Ponca City, and Joe. N. 


Croom, editor of the Okmulgee Daily Times. 


Standing are Roy C. Belford, 


head of Tech’s intensive business department; Homer Ramsby, Stephenson- 
Brown Lumber Co., Okmulgee; R. O. Fox, Fox Lumber Co., Stillwater; M. S. 
Williams, Jack Bell Lumber Co., Okmulgee; Bill Milner, Long-Bell Lumber 
Co., Okmulgee; Tom Hope, Long-Bell Lumber Co., Enid, and W. M. “Bill’’ Morgan, 
secretary of the Association, Oklahoma City. 


Oklahoma Lumbermen Sponsor Trade Schools 


A trade school for yard and sales 
personnel has recently been estab- 
lished by the Oklahoma Lumber- 
men’s Association in cooperation 
with Oklahoma A & M Technical 
School, at Okmulgee. 

In a joint announcement R, A. 
“Bob” Parker, president of the 
association and L. K. Covelle, di- 
rector of A & M, said that the 
school will offer courses for both 
beginners and young men and 
women experienced in the retail 
lumber business. For those with 
previous training an 8-week course 
will be available covering the in- 
formation needed by the individual 
student. 

A full year’s course is also offered 
students lacking experience in the 


industry. Basically designed to 
train people in strong fundamentals 
that eventually lead to executive 
positions this course cOvers com- 
mercial subjects, light construc- 
tion and human relations. 

For the eight-week trade exten- 
sion division course, a student may 
select several subjects offered in 
the regular 12 months’ course. En- 
rollment starts each eight weeks 
during the year; the next enroll- 
ment period is March 3. 

All the practical courses directly 
dealing with the operations of a 
retail lumber yard were designed 
by the education committee of the 
Oklahoma Lumbermen’s Associa- 


tion. While A & M will supply 
teachers for academic subjects the 








THE MEMBERS OF THE OKLAHOMA LUMBERMEN’S Association education 
committee carefully inspected A & M’s carpentry and cabinet departments 
before approving the courses offered in these subjects. 
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LA will introduce lectures by 
rominent experts from the build- 
ig materials industry to keep all 
ne courses practical and pertinent. 
The courses are available to any- 
‘ne and it is not necessary to be 

high school graduate to enroll. 
nterested prospective students are 
rged to write L. K. Covelle, di- 
‘ector, Oklahoma A & M Technical 
School, Okmulgee, Okla., or W. M. 
“Bill” Morgan, secretary, Okla- 
homa Lumbermen’s Association, 
Oklahoma City, Okla. 
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Southwestern Dealers Meet 
at 64th Annual Convention 


Speakers at the 64th annual con- 
vention of the Southwestern Lum- 
bermen’s Association suggested 
inferentially that retail lumber 
dealers should take a greater in- 
terest in public affairs. 

This theme was touched on by 
U. S. Rep. O. K. Armstrong, 
Springfield, Mo., and Arthur A. 
Hood, editor, American Lumber- 
man, Chicago. Armstrong declared 
that the United States should ask 
the Allies to do much more than 
they are to build up our defenses. 

Hood declared that the only al- 
ternative to creative selling is 
socialized distribution. Every 
downturn in business from here 
on means an upturn in socialism. 
The theory that production or in- 
ventory is wealth is a sad illusion. 
Top management must be made to 
realize that the only possible 
source of profit is from sales into 
consumption. 

Other speakers on the program 
included Garner M. Lester, presi- 
(ent, National Tax Equality As- 
ociation, ““Taxes Yesterday, To- 
lay and Tomorrow’; Harold J. 

‘Xow, manager, sales. training, 
\rmstrong Cork Co., “Creative 
Sales Management”; Dave Liv- 
ngston, “America’s Funniest Far- 
ner,” who spoke on “People, Poli- 
ics and Profit.” 

Henry H. Jones, Little Rock, 
\rk., succeeded Clarence D. Burk- 
iolder, McPherson, Kan., as as- 
sociation president. Other officers 
‘lected were Fred §S. Stephenson, 
Chickasha, Okla., first vice-presi- 
dent; Sam M. Arnold, Kirksville, 
Mo., second vice-president, and C. 
M. MacAllister, Garden City, 
Kans., third vice-president. 

Over 3,800 persons registered 
tor the convention. Social events 
included the annual banquet held 
in the Municipal Auditorium and 
« Hoo Hoo concatenation. 
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Sell the Spiral 
Screw Driver 


~ that's enclosed... 
for long life, safety 


boost hand tool department 


profits with this Greenlee 





high-quality tool 


Here’s the Spiral Screw Driver that immediately 
takes the customer’s eye. It’s easy for him 

to see how well he’s protected . . . fingers can’t 
get pinched when working with this fine 
tool. And since it is enclosed it stays dirt and 
grit free for long years of good service. A glance 
at the GREENLEE Enclosed Spring Return 
Spiral Screw Driver also tells that it is of high 
quality through and through. All parts are 
made to stand up under hard use . . . inside and 
outside sleeves and nose of stainless steel, 
drive nuts of phosphor bronze, other parts of 
high strength aluminum and steel. Hard- 
Wear handle of attractive, durable green 
plastic. Made in small and medium sizes . . . 
individually packed with three sizes of 

bits in handsome package. Get complete 
details on this sales-maker now. 


GREENLEE 


> ° 


STOCKED BY LEADING WHOLESALERS 

















GREENLEE TOOL CO., 2262 TWELFTH ST., ROCKFORD, ILLINOIS 








OFFICERS AND DIRECTORS of the Northwestern Lum- 
bermens Association include: Left to right, C. M. Heim- 
bech, 1951 director-at-large; George Westover, 1952 vice- 
president for South Dakota; Harold Weitz, 1952 
vice-president for lowa; R. Clem Knecht, re-elected presi- 
dent; Neil Woodworth, 1952 vice-president for Minnesota; 


Back row: W. H. Badeaux, secretary; Ted Longeway, 
1951 assistant secretary; D. B. Taylor, 1952 director at 
large; W. W. Holman, 1951 director; R. V. Porter, 1952 
director at large; Hiram Munn, 1952 director; Cole Berry, 
1952 director; Robert Kemerer, 1952 treasurer; L. A 


John Roethlisberger, Walter Will, Ed Buffmire, 1952 di- 


rectors; Gerald Jewett, 1951 director. 


Dealers from Four States Attend Northwestern 


For the 62nd year, Minneapolis 
played host to the annual conven- 
tion of the Northwestern Lumber- 
mens association January 15, 16 
and 17 in the municipal auditorium. 
Nearly 4,000 lumbermen from Min- 
nesota, Iowa, North and South Da- 
kota visited the 250 exhibits and 
attended stimulating business ses- 


three-day meeting. 

R. Clem Knecht, Rapid City, S. 
D., was re-elected president of the 
association, and he told dealers dur- 
ing his annual address of their 
obligations to customers and their 
government. 

Knecht suggested that every 
dealer should know more about the 


Geisé, 1952 director, and Dean Piper, 1952 vice-president 
for North Dakota. 


complete service. He also urged 
every dealer to take a sincere in- 
terest in community, state and fed- 
eral government. 

“In the community where a deal- 
er lives, he has an obligation to 
his church and all of the civic ac- 
tivities, such as the Boy Scouts, 
Girl Scouts and various organiza- 
tions of this kind. We _ should 





sions and social events during the 


product he sells to give customers 


write and talk to our senators and 
representatives, expressing our 





















500 East 10th St. 





LOADED 


Pictured here is a loading operation 
to be seen at most any time, in our 
El Paso plant. After your order has 
been cut and packaged to your exact 
specifications, expert loading crews, 
assisted by the finest of modern 
machinery, help to speed your order 
on its way, when you want it. Pon- 
derosa Pine is the finest of softwoods 
and our large staff of skilled crafts- 
men strive to please our customers by 
sending off each shipment of 
this fine lumber, in perfect 
order, exactly as specified. 


Write for free 16 page pictorial 
booklet showing highlights of 
Madera’s operations in the manu- 


El Paso, Texas 


facture of Ponderosa Pine. 








February 11, 1952, AMERICAN LUMBERMAN (7 











ed 
in- 
»d- 


al- 

to 
AC- 
ts, 
La- 
ild 
nd 
yur 











- - DIXON 


-WEATHER-LOK 
Window Unit 














Is Setting NEW 


Sales Records! 





Better Construction. Weather tight from every 
angle. Precision-machined, sturdy Pon- 
derosa Pine, toxic treated when desired. 
Sash pre-fitted. Completely weather- 
stripped. 


Economy with Quality. Over 40 years of 
manufacturing experience goes _ into 
Dixon Weather-Lok window units. Al- 
though cost is moderate, workmanship 
and materials equal or surpass that of 
many units higher in price—only pos- 
sible because the manufacturer controls 
every step of production from timber to 
Weather-Lok—one policy, one responsi- 
bility, one profit. 


Ask Your Jobber or Write 


Western Pine Mfg. Co., Ltd. 


P. O. Box 2207, Spokane, Washington 


JOHN H. MEARS, INC. 
Baltimore 30, Maryland 


ELLIS GLAZING CO. 
Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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Mencgram Deoox Gilli 





This new, original Door Grille will catch the fancy of 
every home-owner. Available in all letters of the 
alphabet to give each door a personal, distinctive 
appearance. There’s nothing like it anywhere! 


Beautifully cast of durable brass as a combination 
door knocker and grille. Available in all standard 
finishes. Competitively priced with conventional 
designs ... And individually, attractively packaged 
for effective merchandising and quick sales. 


*Cast brass line includes: Entrance handles, Escutcheon 
plates, Door grilles, Door knockers, Mail drop plates, 
miscellaneous finishing hardware. 


FOR IMMEDIATE DELIVERY ORDER TODAY 


HARDWARE OF PRESTIGE 4g 





Ajax Hardware Manufacturing Corp. 
4351 Valley Blvd. Los‘Angeles 32, California 
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thoughts on all important legisla- 
tion.” 

Following the annual address by 
Knecht, Joseph T. King, the 
NRLDA’s Washington counsel, out- 
lined his work and he told retail 
lumbermen to demand that their 
representatives in congress take a 
definite stand on matters pertain- 
ing to the lumber industry. 

“How to Make the Cash Register 
Register,” was the title of a talk 
by Joseph L. Wood, assistant treas- 
urer of the Johns-Manville Corp. 
Wood stressed the necessity of 
planning, plus converted action for 


the building materials business. 
The importance of good budgeting, 
he said, could not be underestimat- 
ed. The budget is the plan, he re- 
marked, and the action is the set- 
ting-up of a program to determine 
a proper breakdown of cost of op- 
eration against gross sales, result- 
ing in an accurate view of profit or 
loss during the course of a fiscal 
year. 

The Wednesday session opened 
with a brief outline of Hoo-Hoo 
activities in connection with the 
International convention to be held 
in the Twin Cities in 1953 by John 





that gives all SIX 
SELLING SERVICES 
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1. ARCHITECT'S SPECIFICATION SERVICE when you 


need if. 


2. COMPLETE LINE—residential and industrial, 8’ x 7’ 


thru 12’ x 12’. 


3. FAST DELIVERY from local service warehouses. 
4. INSTALLATION and SERVICE CREWS when you need 


them. 


5. MAGI-COTE DIP seals wood against moisture, 


termites, fungus. 


6. NATIONAL ADVERTISING and local sales helps. 


Dealers the country over have told us that the trouble 
with the ORDINARY garage door deal is that all 
they get is a garage door to sell. That isn’t enough 
and we know it. So we’ve gone all the way and made 
the Fleetwood deal COMPLETE with everything you 





+ 


need for a successful, headache-less operation. 


Wrte for further information— 


Sill Dae Compans 


91-401 St. Jean 
Detroit 14, Mich. 
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B. Egan, St. Paul, Supreme Scriv- 
enoter. Egan pointed to the growth 
of the territory under his jurisdic- 
tion and expressed his hope that it 
would rate first place in member- 
ship and number of clubs before 
1953. 

He was followed on the program 
by an amusing skit called, “Com- 
pete or Else,” presented by Harvey 
W. Steiff, L. D. Jorgensen, R. L. 
Eikenberry and Q. Q. Carey of the 
Western Mineral Products Co., 
Minneapolis. 

Ralph W. Carney, vice-president 
of the Coleman Co., Wichita, Kan., 
was the guest speaker on the af- 
ternoon program, taking as his 
theme, “Welding the Weakest 
Link.” 


The most important link in the 
salesmanship chain, Carney de- 
clared, is the retail clerk behind the 
counter. He is the direct contact 
with the customer, and the manu- 
facturer, the wholesaler and the re- 
tail dealer are wholly dependent 
upon this: clerk to get the sales mes- 
sage across to the customer. 

The clerk must be trained and 
alert and he must know the prod- 
uct. He pointed to the difference 
between a wrapper clerk and the 
real sales clerk who, through the 
power of suggestion and use of a 
little psychology can sell not only 
the specific article the buyer asked 
for but can, through the power 
of suggestion, sell other related 
items. 

Americans today must make a 
greater effort to realize the effects 
of “statism’’ and other “isms” on 
our whole way of life, James Q. 
du Pont, a great great grandson of 
the founder of the du Pont Co., 
said in his talk at Minneapolis. 

“A first step in coping with the 
urgent problem of preserving the 
ideals which have made our coun- 
try great is to understand the forces 
that are now at work against 
those ideals,’ du Pont said. “It is 
particularly necessary to consider 
how and why some well-educated 
people are today literally ‘taken in’ 
by innocent-looking organizations 
whose activities are in_ reality 
against the best interests of our 
country,” he added. 

At the closing session of the 
convention on Thursday morning. 
delegates heard “Sir Cecil Bates,’ 
economic advisor to  Winsto) 
Churchill. “Bates” was none othe: 
than Art Breeze, Little Rock, Ark. 
famous impersonator who aroused 
the listeners with radical state- 
ments until his true identity was 
revealed. 
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GOLDBLATT MASON TOOLS 





QUICKER TURNOVER 
MORE PROFITS 
REPEAT CUSTOMERS 








Give YOU : 


: i} FINEST QUALITY 
Give Your Customers: GREATER VALUE 
| _ LONGER WEAR 





BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


PLASTERING 
TROWEL 


— er - 











BRICK 
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: TROWEL 


PLASTERERS’ 
HAWK 


SIDEWALK 






BRICKLAYERS’ 
LEVEL 


EDGER 
; arenactre: Send TODAY for 
DEALER DISCOUNTS FREE 
7” . ILLUSTRATED 
oldblatt sells direct CATALOG 


to dealers, is there- 


fore able to offer Write for your 1952 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 


masonry tools and supplies, 


especially attractive 


dealer discounts. 








Goldblatt Tool Company 


1924 Walnut Street 
KANSAS CITY 8, MISSOURI 







FIRST CHOICE OF THE TRADE FOR 65 YEARS 


BUILDING Propucts MERCHANDISER 








VEIY GRADE ‘Is A 


Good GRADE 


The letters, MFMA, and the grade and the mill 
marks, on the under side of MFMA-graded 
Northern Hard Maple flooring, are your positive 
proof of three things: The wood is true as to 
species (Acer Saccharum). It is accurate in dimen- 
sion. It is correctly graded. These standards are 
upheld by strict, continuing, association in- 
spection. When you sell any grade—First, 
Second, Third, Second-and-Better or Third-and- 
Better, you're delivering full-strength, full- 
wear, full-value flooring, because every grade is 
a good grade. And that’s certain-sure for MFMA- 
graded Beech and Birch, too. All three woods 
readily available. Check now with your handiest 
MFMA manufacturer. 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 
Suite 584, Pure Oil Bldg., 35 East Wacker Drive 
CHICAGO 1, ILLINOIS 


FLOOR WITH onthe HARD MAPLE 


ee BEECH ANO E1KCH 
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Western Dealers Gather 
in Seattle 


From the West Coast comes 
word of another important conven- 
tion held by the Western Retail 
Lumbermans Association in Se- 
attle, January 21-23, 1952. Hun- 
dreds of delegates poured in from 
all parts of the Pacific Northwest 
to hear talks by Association mem- 
bers and guest speakers, to take 
part in electing new officers for 
the coming year, and to acquaint 
themselves with new products. It 





was the 49th annual meeting of 
the Association. 

In touring lumberyards he has 
found an increasing awareness of 
new merchandising techniques and 
the need for more training pro- 
grams. In the latter, the state of 
Washington is taking a lead, he 
said. Already it is offering 30- 
day retail lumber training courses 
at the University of Washington, 
with the 13th class scheduled to 
start February 7. He urged deal- 
ers, in concluding, to attend as 
many local group meetings as pos- 
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WOOD SEALERS 
for Interiors 
and Exteriors 


AETNA 


PRODUCTS 


Plywood Panels 
Mahogany 
Walnut 
Birch 
Fir 
Pine 
Prima Vera 
and many others 


trates, 


Standard sizes up to 
48” x 192” 


24 hour shipping service 


Complete line Glues, 
Sealers, Bleaches 


JCCCSSHOSEHSOSHOHHSEHSEHSHHHOHHHSHHEEEO® 





R-TONED, 


NEW PROFITS with 
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Sales-getting Counter Display with real 
wood panels finished in REZ Color-Tones. 


Here’s a new line of color-toned wood sealers 
that will really bring you new profits, because 
REZ Color-Toned Sealers accomplish a two- 
fold purpose. 

First, you sell the REZ itself, because it pene- 
seals, and tints the wood at the same 
time. It does not conceal the wood grain, but 
instead intensifies its natural beauty. 
Second, you sell more plywood, because Color- 
Toned REZ solves a long-felt problem of your 
customers. Color-Toned REZ makes it easy for 
the home workman to color and seal at the 
same time — saves work; 


saves money. 


REZ Color-Toned Sealers come in five nature- 
inspired tints: 
Cedar, and Mahogany. 


Driftwood, Sage, Redwood, 


Send your trial order TODAY! 
Counter Display, illustrated at top, 
is FREE to dealers handling REZ 
Color-Toned Sealers. 


“RETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue 
ARmitage 6-7100 


Chicage 22, Illinois 


BRANCH WAREHOUSES: Grand Rapids 7; Indianapolis 2; Rockford 


AETNA--PLYWOOD FOR EVERY PURPOSE 
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WILLIAM L. JOHNSON, newly-elected 
president, Western Retail Lumber- 
men’s Assn. 


sible for the many benefits that 
come of ,mutually discussing local 
problems. 


Wednesday’s program of the 
Convention saw moderator (and 
managing director) W. C. Bell in- 
troduce a panel of six speakers— 
all lumber dealers. Robert Beil of 
Spokane spoke on “How We Get 
Our Money”; Vance D. Mauser, 
The Dalles, Ore., “Are We Good 
Housekeepers”; W. Stewart Orr, 
Grants Pass, Ore., “Who Are Our 
Competitors?”; Thomas L. Far- 
rell, Seattle, “Our Partners, the 
Manufacturers and Wholesalers”; 
John Kettenring, Battle Ground, 
Wash., “The Ladies—Purchasing 
Agents of the Home”; and Phillip 
W. Patterson, Portland, “How We 
Talk to the Public.” These talks 
were all well received by Associa- 
tion members, who felt they were 
able, as a result, to improve their 
businesses. 


Plans are already under way for 
next year’s convention, which prom- 
ises to be better than ever. It wil! 
be the Association’s semi-centennia! 
celebration. 


New president of the Wester 
Retail Lumbermens Association i 
W. L. Johnson, Boise Payette Lum 
ber Co., Boise, Idaho. Vice-presi 
dents are W. H. Schumaker, Edi 
son, Wash.; R. M. Tollefson, Kels« 
Wash.; Clayton C. Morse, Astoria, 


Ore.; R. E. Harlan, Lakeview 
Ore.; T. W. Gamble, Spokane, 
Wash.; I. E. Snyder, Enterpris« 
Ore.; Harvey O. Hoff, Caldwell! 


Ida.; and Gunder W. 
Lewiston, Ida. 


Kjosness 
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Make that would be tile customer a customer. Tile 
laying becomes a cinch with a JMJ Tile Cutter 
on hand. Mitres, angles, out of line walls .. . Just 
a breeze. So, make that tile sale by suggesting a 
rental machine. 


REMEMBER ) 1. Profit on the tile 


YOU GET )2. Profit from rental 


Inquire of your distributor or send name and ad- 
dress to JMJ, Dept F2 for full information about 
DEALER CUTTER RENTAL PROGRAM 


Rental program includes free ad mats, rental forms, and counter 
displays. 


J.M.J. PRODUCTS CO. 


(J. JS) ENGINEERS- MANUFACTURERS 


‘i BELLEVILLE, ILLINOIS 
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TWO ADJUSTABLE TRUSSES 
Give FRANTZ 
Double-Width Sectional Doors 











FRANTZ ADJUSTABLE TRUSS 














ONE OF THE 14 REASONS WHY 
FRANTZ IS A BETTER BUY 


The Frantz sectional-type door for double-width 
openings has two fully adjustable trusses (see 
inset above). These are not just braces as found 
in many sectional doors. Each truss consists of 
a sturdy steel angle and rod, with turnbuckle 
adjustment welded together in one complete 
unit. These trusses take the sag out of 15’ or 16’ 
doors, resulting in improved appearance and 
operation. Trusses are easily and quickly located 
over the hinge-plates, using the hinge-bolts for 
attaching. No holes to bore; no extra bolts or 
screws required. 

Frantz sectional doors offer 14 features in- 
cluding: chrome exterior handle; 5-pin cylinder 
lock, which may be locked or unlocked from the 
outside or inside; adjustable brake; exclusive 
two-point spring adjustment; and exclusive two- 
stage spring latches, which engage automatically. 













If it seems to you that all overhead doors are 
alike, you will find a copy of the Frantz 
sectional door catalog revealing. It shows 
clearly the many features of this complete 
line of six doors for standard residential 
openings: 8'x7’; 8'x6'6"; 9'x7’; 9'x6'6"; 
15'x7'; and 16’x7’. 


FRANTZ 


GARAGE DOORS. AND HARDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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West Virginia Dealers 
in Charleston 


Nearly 100 dealers or their rep- 
resentatives from 73 yards met at 
the Daniel Boone Hotel in Charles- 
ton for their annual convention. 
It was their 39th, and it was held 
January 7-8. Total registrants 
amounted to 197, making it the 
largest convention yet attended. 


Speaking before the dealers were 
H. R. (Cotton) Northup” on 
“Washington Is Nearer Than You 
Think’; Gates Ferguson, director 
of advertising for Celotex, on “The 


Customer Is King’; and Edward 
G. Gavin, editor of the American 
Suilder, on “The Effects of Gov- 
ernment Controls on the Building 
Industry.” 

Newly elected officers for the 
year included the following: presi- 
dent, C. L. Lantz, St. Albans; vice- 
presidents: Charles B. Badger, 
Parkersburg; Ear] Lilly, Beckley; 
Dan Wagoner, Huntington; J. 
Paul Findley, Weirton; and L, D. 
Harer, Logan. 

A complete line of exhibits was 
offered at the convention, includ- 
ing the nationally known “mer- 
maid” of the Abesto Company. 





How to cut loading time 
and reduce damage 
on carload shipments 
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“An investment in 
knowledge pays the 
best interest.” 


—Ben Franklin's Almanac, 1757 


A major cost factor in 
shipping any product 
in carload lots is han- 








dling, and another is damage in transit. 
Today many manufacturers have learned how to get big 
savings on both these items. They use Acme Unit-Load Band. 
It does away with costly bracing materials . . . minimizes 
danger of damage... makes unloading safer, easier, quicker. 


It’s easy—unskilled loading crews quickly grasp the 


principle of Unit-Load, learn to use Acme Unit-Load tools. 


It saves real money. For example, the Electric Storage 


ACME STEEL CO 
CHICAGO 


Battery Company, Philadelphia, cut handling costs 65% on 
unloading and storing carload shipments of lumber. 


We look forward to the day when we can supply Acme 
Unit-Load Band to everybody who wants it, in the quan- 
tities they want. Meanwhile, why not get all the informa- 
tion you can about it? Ask your Acme Steel representative, 


or write Dept. AL-22. 





Steel Strapping 


[t8 


ACME STEEL PRODUCTS DIVISION 
ACME STEEL COMPANY 
2840 Archer Avenue, Chicago 8, Illinois 


Stitching Machines and Wire — Corrugated Fasteners 


Convention Dates 


February 


12, 13, 14—Illinois Lumber & Ma- 
terial Dealers’ Assn., Sherman Hotel, 
Chicago, IIl. 


13, 14, 15—Virginia Building Material 
Assn., Roanoke. 

18, 19— Mississippi Retail Lumbei 
Dealers’ Assn., Buena Vista Hotel 
Biloxi, Miss. 

27, 28, 29— Nebraska Lumber Mer- 


chants Assn., City Auditorium, 
Omaha. 


March 


3, 4, 5—Intermountain Lumber Deal- 
ers’ Assn., Hotel Utah, Salt Lake City. 


4, 5—North Dakota Retail Lumber- 
men’s Assn., Fargo or Bismarck, N. D. 
4, 5, 6—Indiana Lumber & Builders 
Supply Assn., Murat Temple, Indian- 
apolis, Ind. 

12, 13, 14—Iowa Retail Lumbermen’s 


Assn., Iowa Exhibit Bldg., Des 
Moines. ; 


18, 19, 20—Carolina Lumber & Build- 
ing Supply Assn.,’ Greenville, S. C. 


19, 20—Louisiana Building Material 
Dealers’ Assn., Jung Hotel, New Or- 
leans. 


24, 25, 26—Nat’l Roofing & Siding 
Contractors Assn., Hotel Statler, New 
York City. 

25, 26, 27 — Tennessee Building Ma- 
terials Assn., Nashville. 


27, 28 —Independent Retail Lumber 
Dealers’ Assn., Hotel Radisson, Min- 
neapolis, Minn. 





April 


2, 3, 4—New Jersey Lumbermen’s 
Assn., Atlantic City, N. J. (no ex- 
hibits). 

15, 16, 17—South Dakota Retail Lum- 
berman’s Assn., Coliseum, Sioux Falls. 


15, 16, 17 — Southern California Re 


tail Lumbermen’s Assn., Ambassador 


Hotel, Los Angeles, Calif. 


16, 17, 18—Florida Lumber & Mill!- 
work Assn., Tampa, Florida. (No ex- 
hibits.) 


17, 18, 19—Nat’l Assn. Commission 
Lumber Salesmen, St. Louis, Mo. 


20, 21, 22—-Texas Lumberman’s Assn 
Galveston. 


23, 24, 25—Georgia Lumber Dealer 
Assn., Oglethorpe Hotel, Savannal', 
Ga. (No exhibits.) 


23, 24, 25—Lumber Merchants’ Assi 


of Northern California, San Frar 
cisco, Calif. 


13, 14, 15—Virginia Building Materiz 
Assn., Roanoke hotel, Roanoke. 
24, 25, 26—Arizona Retail Lumbe 


and Builders Supply Assn., Inc. Pio 
neer Hotel, Tucson, Ariz. 
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ENGELMANN 
SPRUCE 


S 







— 


one of 


(©) 
a 


from the WESTERN 
PINE 
REGION 


Because of its light weight, pale color, even 
grain and small tight knots, this softwood 
has a particularly wide range of uses, from rough 
construction to interior finish and fine cabinet- 
work. Easy to work, nails without splitting, and 
holds nails and glue firmly. 





This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 





Write for free illustrated 
Facts Folder 

about Engelmann Spruce. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 
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THE COMPLETELY 


SASH BALANCE 


THAT ACTUALLY MAKES 
WINDOWS MORE ATTRACTIVE 


NOW more than ever...is 
being specified by builders, 
dealers, contractors, architects 





ONLY HIDALIFT OFFERS THESE 
ADVANCED AND EXCLUSIVE 
CONSTRUCTION FEATURES... 





100% CONCEALED—No part protrudes 
or is otherwise exposed to view. 


DESIGNED for EASY, FAST INSTALLATION 
—smooth, lifetime operation. 





ey Shi de annie EASIER TO TENSION—Tensioning can be 
BRACKETS — Tension is ap- applied before or after installation 


plied DURING installation Without special tools. 

by winding hinged bracket : F 

arm (on“L” type); AFTER FITS WINDOW with or without weath- 
installation by turning ten- erstripping. 

sioning screw on both “L” 


and “Cup” types. POSITIVE LIFTING POWER provided by 


highest quality coil spring. 


"CU ip 


: N TYPE 


Nationally Advertised Hidalift 


Offers New Profit Opportunities 

om ‘ 

\e\ # Dealers and builders make money on time- 
a saving installations. Patented after-installa- 


~~? Pa tion adjustment feature and non-jamming 
action eliminate future troubles. 


“1 TYPE 
Te$} 





Quality Products For Over a Century 

















pene ee ee in | 
| HIDALIFT DIVISION jes 
| The Turner & Seymour Mfg. Co., Torrington, Conn. ] 
Gentlemen: | 
i Send complete literature and prices on Hidalift. 
t Please check oO Dealer oO Builder | 
WIE sic ciovsciceuseedsunesasmamncdadsseoucateuiniubecears 
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MERCHANDISING CLINIC 


Sea Shells and Salesmanship 


Since these notes on merchandising 
and kindred subjects are not sched- 
uled to appear in the CLINIC until 
after the beginning of a brand new 
year, it might be worthwhile to check 
back on our reading in ’51 in order 
to determine, if possible, what out- 
standing lesson was learned that 
should prove to be the most benefi- 
cial in 752. Seems to us that “Sea 
Shells and Salesmanship” would come 
close to the top of the list. 


... Theme of the story: “Have 
an objective.” “Where are you 
going and why?” “What are 
you looking for?” 


Finding the Answer 
Is Seldom Easy 


In case you missed the article, it 
pertains to the experienced sea shell 
collector’s advice to the young couple 
and their daughter who were not 
having any luck finding precious sea 
shells on a beach which is frequented 
by collectors from all over the world. 
Here the ceaseless tides wash up 
countless millions of shells in a wider 
variety than is found in any other 
spot on the globe. Most varieties are 
so plentiful that it doesn’t take long 
to find the necessary specimens to 
round out that part of the collection 

. even for the many beginners who 
find in sea shells one of nature’s great- 
est miracles. It’s the rarer ones that 
present the challenge. Without them 
you don’t rate very high as a col- 
lector and that, of course, was what 
was troubling our trio. Somebody else 
found the rare ones. 


Merely doing something 
that everyone else can do is 
never the answer to satisfac- 
tory achievement. 


No System ... No Results 


“What kind of luck are you hav- 
ing?” asked the veteran collector as 
the mother and father and their eager 
young daughter were about to start 
off one morning on their daily search. 

The report was pretty dismal and 
their collection showed few, if any, 
shells that were worth getting ex- 
cited about. 

“Something wrong with us,” con- 
cluded the father. “Guess we don’t 
have the right system.” 

“What system are you using?” 
asked the veteran. The answer was 
an embarrassed hemming and hawing 
which indicated a complete lack of 
knowledge of any sort of a system 
that could be employed in locating 
rare sea shells. 
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.. . Aimless searching usually 
is fruitless and seldom produces 
profitable results. 


Sharp Shooting Pays Off 


“Ever find an ‘X’?” questioned the 
veteran. (Our knowledge of sea shells 
is not sufficient to enable us to recall 
the names used.) No “X” had been 
found, admitted the searchers. 

“Tell you what to do then,” said 
the old timer. “ ‘Xs’ are not plenti- 
ful. Neither are they very rare. Sort 
of a ‘beginner’ for people like you 
who have good specimens of practi- 
cally all the so-called easy ones. 
Why don’t you concentrate your en- 
tire time and attention on finding 
an ‘X’ until you have one for your 
collection. Pay no attention to any- 
thing else. Just look for an ‘X’ like 
this one.” 

After studying the “X” for the 
next few minutes and training their 
eyes how to spot one, the trio set 
out. That evening they were the 
proud possessors of three excellent 
specimens. 


..- Plan your work .. . then 
work your plan. 


The Next Day's Objective 


Old Timer’s suggestion, on the fol- 
lowing morning, was to concentrate 
on the finding of a “Y”. “It’s con- 
siderably harder to locate but not 
too difficult,” he explained. “You'll 
find them in most good collections but 
it will take a powerful lot of look- 
ing on the part of the three of you. 
Of this you can be certain. There 
are some to be found right here. on 
this very beach.” 

It took two days for the trio to 
find a “Y” but when it finally was 
located it was worth many times the 
effort. The successful searchers could 
hardly wait until they showed their 
prize to the veteran. 


. .. The love of conquest and 
victory is essential to all worth- 
while achievements. 


Third Round! 


Old Timer had a tough one for the 
trio when they showed up for instruc- 
tions the next day after finding the 
precious “Y”’. 

“How long you going to be here?” 
he asked. After he found that all 
but a week of the trio’s vacation was 
gone he said: “Then this is what I 
would do. I’d spend every remaining 
minute looking for a ‘Z’! I don’t 


think you'll find one in that length 
of time. I know people who have 
spent two or three seasons before 
they were successful. You haven't 
much time left but there are three 
of you. That’s the equivalent of three 
weeks ... a good start on the big 
search for the ‘Z’ you’re going to 
have to make before you can really 
claim to be collectors.” 

When the trio went home a week 
later a prized “Z” was in their pos 
session . . . found on the very last 
day of their stay. 


. .. Moral: First have a daily 
objective. Then drive toward it 
relentlessly until it has been 
attained. 


No — No me igs’ No — 


If the “system” of the veteran col- 
lector were employed by a salesman, 
or a lumber dealer, or a_ business 
man in any field, the end results would 
be equally satisfactory. Such a policy 
rigidly adhered to would work won- 
ders. 

An analysis of the reasons for the 
lack of worthwhile achievements will 
show conclusively that it can be traced 
to the lack of careful planning. . 
planning which calls for the setting 
up of specific goals backed by a 
burning zeal to reach the objective 
within a specified time. But zeal 
without planning isn’t enough. 

Actually most of us are victims of 
a daily, unplanned routine which 
merely produces sufficient results to 
cause us to be lulled into the belief 
that we are doing a good job when 
actually we haven’t an “X” or a “Y” 
or a “Z” in our collection of achieve- 
ments. 


. . - More sales are lost as a 
result of aimlessness than al- 
most any other cause. 


Keep at It Until 
You Hit the Target 


In no other sphere of activity does 
the have-a-definite-daily-objective a} 
ply to a greater extent than in the 
field of selling which, of course, ap- 
plies to the operation of a lumber 
yard. 

Working constantly on a certai 
number of prospects, doing somethin:: 
daily to promote specific sales—keep- 
ing everlastingly at it until the name 
finally is on the dotted line, will wor* 
wonders in building up profitable 
volume. 


February 11, 1952, AMERICAN LUMBERMAN ¢ 





al 
a aa 











ig 
Ty 
ek 


dS 
LS f 





. 


METAL 
BUILDING 
CORNERS 





SAVE TIME, MATERIAL 


Kees building corners of weatherproof 
28 gauge Zincgrip and aluminized 
steel give frame building corners that 
“mitred look’’ without the slow, ex- 
pensive work of cutting and fitting 
ends of the siding. Metal can scarcely 
be seen after building is painted. 





FIT TIGHTER, LAST LONGER 


a 
Lower flanges of Kees metal building 
corners overlap and make tight joints 
at lower edge of boards. Kees build- 
ing corners prevent joints from open- 
ing. No moisture can’rot the siding as 
they are completely covered. 





ALL SIZES, MADE-TO-ORDER 


Kees has the most complete line of 
metal building corners—sizes and pat- 
terns for all widths and thicknesses of 
lap-siding and for the more popular 
patterns of drop siding. 









ORDER FROM YOUR JOBBER 


Since 1874 Write Dept. AL-6 for Free Catalog 


F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 















Spraying by Plane 
Our Future Crop of Timber 


| INSURANCE 

| FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 
| 

| 


@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 





MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER  Kiln-dried 
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TO MAKE YOUR * 
SELLING JOB 
EASIER IN ’52 


GATE CITY’S Sales Promotion 
Program Is Made-to-Order to 
Increase Dealer Profits! 
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LOCAL NEWSPAPER 
ADVERTISEMENTS 
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Gate City 
AWNING WINDOWS 


are popular with deal- 
ers because they are 
priced right...delivered 
as a “packaged” unit 
completely assembled 


...and are a fast seller. 


You, too, can reap a harvest from GATE CITY’S 
comprehensive national advertising, radio, direct 
mail and co-operative newspaper advertising ... 
hop on the GATE CITY band wagon NOW! 





BEFORE YOU BUILD OR MODERNIZE... 


4 Gate City» %. 
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. e e The 
S- Awning-Window-Wise | completely 
You'll be COOLER in the Summer (factary) 
... WARMER in the Winter weather- 
... SAFER all the time! stripped 
window bears 
the A.W.W.I. 
SEAL OF 
GATE CITY SASH & DOOR CO. APPROVAL 
P.O. Box 901, Fort Lauderdale, Florida 
en Sa aT ee a ee een ne ee oe 
i Gentlemen: AL-2 { 
Please send me complete details of GATE CITY 
MAIL promotional program and territorial openings. | 
COUPON NAME 
TODAY ADDRESS | 
! CITY STATE | 


er ee PE ne 
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YOUR PROFIT-MAKING FORUM 


Powerful action-getter 


As we pointed out last month, as long as Americans 
are still spending millions per month on trivial prod- 
ucts like cigarettes, soft drinks, dance records and 
cosmetics, they can easily afford to modernize. Our 
problem is not lack of purchasing power. It is lack 
of understanding and false reasoning on the part of 
the public. 

The higher living costs and taxes climb, the more 
customers think they can’t afford products like new 
roofing and insulation—because they have always con- 
sidered them “big things” they have never been fully 
educated to the idea that home improvements are easy 
to buy. Yet these same families think nothing of 
blowing in $5 and $10 a week on movies, candy bars, 
greeting cards and similar trivia, because they have 
always considered them “little things,” and know they 
are easy to buy. 

Our real problem is not lack of money. It is how 
to get our prospects over this “mental block” to buying, 
how to convince them our products are easy to buy 
and channel these millions of dollars into home im- 
provements. One of the most convincing tools you 
ean use is Comparison Advertising, the kind that con- 
trasts actual facts and figures, shows how little your 
products cost in comparison to other expenditures. 
Here is an excellent example that gets at the real 
heart of the problem, makes people deeply conscious 
of how much they are wasting on so-called “little 
things.” 


“How To Get What You Really Want 


“Is your family spending between $5 and $10 a week 
on cigarettes, movies, comic books and soft drinks? 

If the answer is ‘Yes,’ then you can easily afford 

the finest home improvements and still have money 

left over for those little pleasures! For instance, an 
attractive attic bedroom costs only $6.50 a month— 
handsome new fireproof roofing only $5 a month— 
perfect insulation only $5.97 a month. Far less than 
the total monthly cost of many ‘little indulgences.’ 

By cutting down just a little, you can easily have 

the home improvements you want.” 

Note the tremendous personal appeal in this ad. 
Right from the start it makes your readers think 
about their own problem—quickly takes modernization 
out of the pipe-dream class and offers indisputable 
proof that home improvements are easy to buy. On 
top of which it suggests an easy way your customers 
can “have their cake and eat it too.” All this in small, 
low-cost space. This is the way to get action. 


. . « big sales increase 


New sales and repeat business would jump tre- 
mendously if more dealers would give special attention 
to the problem of easing people off the hook when they 
can’t reach an immediate decision. 

Scores of customers have no idea how to terminate 
a sales interview when they want to think things over 


by Norm Advertising, Inc., New York, N. Y. 
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—feel the greatest embarrassment and uneasiness at 
walking out without buying after taking a great deal 
of time. Helping customers make a graceful exit is 
one of the surest ways to bring them back often. 

This week, stage a special clinic session among your 
sales people and discuss tactful ways to terminate 
interviews for the customer. Ways to keep him from 
floundering helplessly. Awkward, self-conscious cus- 
tomers almost never come back, even though they want 
to go into things more fully, have a genuine desire 
to buy. 


. . . less fear of price 


Mention painting, roofing or a new kitchen to most 
people and they immediately associate it with a Big 
Price Tag. The higher taxes and prices soar, the 
tougher your selling job wrless yeu go all-out to break 
down this negative association of ideas. In addition 
to Comparison Advertising, one of the best ways to 
break down fear of price is to do everything possible 
to increase your walk-in trade. 

The more you encourage people to drop in and 
browse around for inexpensive pick-up items, the more 
they will associate your name and your store with 
products they can afford! The more accustomed peo- 
ple are to shopping in your yard, the less fear and 
hesitation they will have about walking in and in- 
quiring about more expensive products. Until we get 
people to feel at home in lumber yards, they will al- 
ways shy away from us. 

Remember, too, that the more you get people into 
the habit of dropping in for incidental items, the better 
chance you have of exposing them continuously to 
your story, your products, your services. The more 
people look, the more they want. And the faster and 
easier it is to sell them on big jobs at less cost per sale. 


. . » Open your door wider 


Customers are like cats—very slow and wary in 
unfamiliar surroundings. One of the best ways to 
overcome this fear of coming in, is to run the kind of 
ads that make people feel at home in your yard before 
they even walk in. Do this and many more people wil! 
drop in a lot more often, stay longer and come back 
sooner. 

For example, one of New York’s largest retai! 
clothiers recently ran an ad entirely on Browsing. I‘ 
was one of the most encouraging and reassuring ad: 
ever written, pointing out that the store understoo:' 
that it takes time to decide on purchases ... tha’ 
its salesmen do not feel hurt and offended when peopl: 
do not buy . . . that on the contrary they felt honore: 
to have customers come in, browse around and se 
everything, whether they bought or not. 

Ads like this make a wonderful impression on peopl: 
who have never come in before, make them feel you: 
yard is the kind of place they would like to shop in 
Besides running special ads of this kind from tim: 


to time, also feature at least one line of copy in al! 


your other ads to make people feel at ease in your store 
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Keystone 
System of 
Stucco 
Application 


ars 3 nt, 
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BuILDING Propucts MERCHANDISER 


Reinforcing & 





Economical, easy to handle, 
Keymesh provides strength, 
attractive appearance and 
durability for exterior or interior 
reinforcement of plaster or concrete 
—for commercial or residential 
buildings of all types. If you're 
not stocking Keymesh now, 
better get complete 
information right away. 


Plaster Reinforcing 


Comer and Joint 
©. Reinforcing 






we Ygsrarzg-and-Tile 
: Underbed Reinforcing 














SS 
Keystone steel & Wire Company 
Peoria 7, Illinois 
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TOPS FOR 
































Dealers everywhere 
have found they can recom- 
mend with confidence—and 
sell with profit—Keystone Metal 
Insect Screening! Has the uni- 
formity and qualities that make 
it easy to handle and install either 
in today’s big replacement mar- 
ket or new work. Outstanding eye 
appeal, combined with strength 
and durability are extra pluses. 
A full range of meshes, gauges 
and finishes in Galvanized 
Steel Wire Screening, Bronze 
and Clad Aluminum. Send 
today for details and 
prices. 
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What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 10 points for each 
correct answer. 100-90% — excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—What famous product do 
you associate with the word 
“Scotch?” 


2—Name three of the seven 
star features listed for the San 
Angelo home. 


3—What firm has published 
a 50-page catalog which will 
help dealers sell? 


4—What fully modular and 
completely weather-stripped 
wood window unit features re- 
movable stock sash for greater 
safety and convenience? 


5—This manufacturer says 
“Time flies—now’s the time to 
order (what kind of hardware) 
for profitable spring business?” 


6—What’s an “ez-way” to sell 
more room for building? 


7—‘Everybody’s _ buy- 
ing work-saver tools,” says 
what manufacturer? 


8—What garage door, claims 
the manufacturer, is being 
offered at “the lowest installed 
price in America?” 


9—What is the name of the 
enamel which enables you to 
apply two or more colors in a 


‘single coat to a wide variety of 


surfaces? 


10—What type of home heat- 
ing does a midwestern builder 
recommend and what _ non- 
metallic material does he use 
for it? 


Answers on page 146 






















A dependable 
source for 


SUPERIOR 
QUALITY 


BIRCH 


x * * 
CARLOAD SHIPMENTS OF 


BIRCH 
PLYWOOD 


STOCK PANELS 
Grades A-A, A-1, A-2, A-3, 1-1, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: 14" to 34”. Complete stock 
sizes. j 


BIRCH DOOR PANELS 


Grades available: A-3, 1-3, 2-3, 
3-3, in 1%” and 3%”. All panels are 
3-ply. 

All Birch plywood meets Bureau of 
Standards specifications. 


BIRCH VENEER 


Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100”. Backs, Cross 
Banding and No. 1 Sheet Stock. 


L.C.L. or CAR 
. SHIPMENTS 


now available from our new 


DETROIT WAREHOUSE 
including 
DOOR PANELS 


birch and gum and 3%. 


STOCK PANELS 


birch and gum, all sizes 
SHEATHING 
fir and gum, all sizes 
Specify your Requirements 












x* * * 


W.R.BRAUND 
Company 


Room 214 Wabeek Building 
276 West Maple Avenue ‘ 
Birmingham, Michigan 


Telephone—- Midwest 4-3450-51-52-53 
Birmingham TWX 500 

Detroit Warehouse— 
Tel. TY 4-4095 
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WHAT’S NEW 





Products .... Sales Aids... . Literature 


A descriptive bulletin on Maulta- 
kolor, the first multi-color finish, has 
ust been issued. This is the enamel 
hat makes possible applying two 
x” more colors in a single coat to 
iome interiors, or to a wide variety 
‘of products, such as furniture, toys, 
lamps, cabinets, etc. The bulletin gives 
methods of application, recommended 
-pray guns and accessories, cleaning 
equipment, specifications, materials 
covered, drying times, finish, coats, 
colors and storage conditions. Multa- 
kolor may be applied “to materials 
having visible surface irregularities, 
such as masonite, paper, wood, gyp- 
sum, beaver board, asbestos board 
and others. For copy of bulletin write 
United Lacquer Manufacturing Corp., 
Dept. AL, 1001 W. Elizabeth Ave., 
Linden 52, N. J. 


A new, 24-page Youngstown 
Kitchens consumer catalog is now 
available for dealer use. It features 
kitchen photographs in full color, 
and illustrates all the cabinet sinks, 
wall, base and utility cabinets in the 
Youngstown Kitchens line. Sections 
of the book are given to the Jet- 
Tower Electric Sink and automatic 
dishwasher and the food waste dis- 
poser. Kitchen planning is discussed 
and basic kitchen arrangements are 
illustrated. The use of standard units 
to ereate special kitchen ensembles is 
also shown. Eight accepted and ap- 
proved methods of financing a kitchen 
purchase are described in the catalog. 
Write Mullins Manufacturing Cor- 
poration, Dept. AL, Warren, Ohio. 


A portfolio of drawings which 
show suggested details of new or 
improved methods of sheet metal 
work frequently performed in resi- 
dential and commercial construction 
is offered free of charge. The draw- 
ings by the company’s building ex- 
perts suggest designs which require 

minimum use of sheet copper for 
maximum protection against weather. 
ihe subjects included all come under 
\. I. A. File No. 12, and the port- 
*olio is prepared for easy incorpora- 
‘ion into the user’s permanent archi- 


‘eetural file. Write The American 
iirass Company, Dept. AL, Waterbury 
“0, Conn. 


“Building Guide for Good House 
Vainting,” a 12-page booklet just pub- 
lished by the West Coast Lumber- 
men’s Association, is a construction 
vuide intended to help assure the 
long-lasting beauty of paint jobs on 
homes. Most paint failures can be 
prevented by following the sugges- 
tions outlined. The new booklet is 
clearly illustrated with easy-to-follow 
drawings. Dealt with in detail are 
methods of preventing accumulation 
of excess moisture in the house walls 

-cause of the great majority of 
paint failures. “Building Guide for 
Good House Painting” is 81%” by 11” 
in size, printed in two colors. It is 
supplied free in quantity to retail 
lumber dealers for office use or cus- 


BUILDING PropucTts MERCHANDISER 


tomer distribution. Write West Coast 
Lumbermen’s Association, Dept. AL, 
1410 S.W. Morrison St., Portland 5, 
Oregon. 


The Standard Electric Catalog lists 
a wide range of ventilating fans, air 
circulators, belt driven exhaust fans, 
floor and window fans, etc., for office, 
home and industry. Also spray booth 
fans, pressure and volume blowers in 
types and capacities for most indus- 
trial applications. Features include 
rubber mountings, lifetime lubrica- 
tion, accurately balanced Torrington 
designed blades, high efficiency, large 
volume manufacture and low prices. 
Illustrated, 24 pages, with complete 
specifications. For copy of catalog 
write Standard Electric Mfg. Co., 
Dept. AL, West Berlin, N. J. 


The new 43-page Weldwood Cata- 
log recently published by United 
States Plywood Corporation, contains 
descriptions, photographs, specifica- 
tions, and list prices of softwood and 
hardwood plywood, doors, plastics 
and the many specialties which com- 
prise the Weldwood family of prod- 
ucts. For copies, specify Form 1052. 
Write United States Plywood Cor- 
poration, Dept. AL, 55 West 44th St., 
New York 18, N. Y. 


Electric veneer-lathe drives with 
amplidyne control is the subject of a 
4-page booklet published by the Gen- 
eral Electric Company. The two-col- 
or publication (GEA-5596) uses nine 
photographs and a diagram in out- 
lining the advantages of the new 
drives. The drives are available in 
all standard sizes up to 150 horse- 
power and higher. They are designed 
to give plywood producers high qual- 
ity veneer, increased output, reduced 
waste, simplified lathe operation, re- 
duced maintenance costs and opera- 
tional economy. For copy of booklet, 
write General Electric, Dept. AL, 
Schenectady 5, N. Y. 


The integration of electrical equip- 
ment into the pian for the modern 
home is greatly facilitated by a new 
20-page booklet on planning electrical 
living homes. The kitchen and laun- 
dry are considered separately, while 
over-all considerations include infor- 
mation on lighting, heating, and 
wiring. How to select, group, com- 
bine, and fit equipment for the mod- 
ern kitchen and laundry are discussed, 
employing several photographs and 
diagrams of possible installations. 
Since modern lighting can be both 
decorative and useful, several types 
of lighting are presented, along with 
photographs and drawings of applica- 
tions. Also, some electrical health 
features available for the home are 
presented, detailed and_ illustrated. 
For a copy of booklet B-5470, write 
Westinghouse Electric Corporation, 
— AL, Box 2099, Pittsburgh 30, 

a. 








Sli-d-o-o-r, a New Line 


National Door Co. announces the 
introduction of its new line of slid- 
ing doors, trademarked Sli-d-o-o-r. 
Constructed with United States 
Plywood Corporation’s Novoply, Sli- 


d-o-0-rs are guaranteed not to 
warp are solid throughout. 
Their silent, easy-sliding efficiency 
is increased by Sli-d-o-o-rs’ pre- 
cision-engineered, ballbearing roll- 
ers. The doors are ideal for use in 
closets, wardrobes and as non- 
load-bearing partitions to divide 
rooms in new or remodeled 
homes, apartment houses, office 
buildings, schools, motels and in 
trailers. They save _ installation 
time as much as 35% in floor 
space, and cost substantially less 
than conventional doors. Adjustable 
slide guides in back help the doors 
fit every closet. When properly 
adjusted, these slide guides permit © 
easy removal of the door. They 
also fasten the door to prevent 
falling from casing. Facia hide 
the mechanics of each door. For 
descriptive folder, write National 
Door Co., Dept. AL, Michigan 
Ave., off Route 29, Kenilworth, 
N. J. 





Will Imprint Sheathing 


As a merchandising and advertis- 
ing aid for dealers of Armstrong’s 
Temlok Sheathing, Armstrong will 
imprint the sheathing at the factory 
with the dealer’s name, city, and 
state or the dealer’s name, street 
address, or telephone number ac- 
cording to an announcement by 
James V. Jones, manager, Arm- 
strong Cork Company’s Lumber 
Dealer Products Department. If 
the dealer desires, he may request 
that a contractor’s name be im- 
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printed on the sheathing, Mr. Jones 
said. No charge will be made for 
the imprinting. Imprinting will be 
limited to orders amounting to 
30,000 or more units of either the 
2’ or 4’ widths of Temlok Sheath- 
ing. The imprinted lettering will 
be limited to two lines of not over 
42 characters and spaces per line 
on the 2’ x 8 sheathing, and four 
lines of not over 21 characters and 
spaces each on the 4’ x 8’, or 4’ x 9’ 
sheathing. Orders for the imprinted 
sheathing will be placed through 
Armstrong’s Building Materials 
wholesalers. Write Armstrong Cork 
Company, Dept. AL, 4701 Ross St., 
Lancaster, Pa. 


All Steel Plier Staplers 


Markwell Manufacturing Com- 
pany announces the new and im- 
proved long’ reach _ industrial 
“MP3” and “MP4” all steel plier 
staplers. These heavy duty plier 
staplers have a 25%” reach and use 
“4” and %” Markwell staples 
either round or flat wire. The 
Markwell “MP3” and “MPH” pliers 
are ideal for fastening insulation 
around steel girders, etc., sealing 
bags of lime, cement, etc. Opens up 
for use as tacker. For further in- 
formation and catalogs write Mark- 
well, Inc. Prod. Division AL, 200 
Hudson St., New York 13, N. Y. 


Reduce Delivery Costs 
and Speed up Deliveries 


with 


Ase B 


Unload a Load 
at a time 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog ond Prices 


The R-B COMPANY 


1921 Guinotte 


KANSAS CITY 1, MO. 
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50-Page Insulite Catalog 


To help dealers sell, a new 50- 
page catalog has been developed by 
Insulite. Printed in color and plas- 
tic bound, it contains complete in- 
formation on all Insulite products. 
Included in the catalog are over 
100 pictures, selling copy, specifi- 
cations, and application informa- 
tion, The catalog was organized: 
(1) to give concise, helpful infor- 
mation on all Insulite products, (2) 
to give dealers a reference source 
for answers to the most asked ques- 
tions on insulation materials, and 
(3) so separate pages could be 
supplied to distributors and dealers 
who put out their own catalogs. 
The first section covers structural 
insulation products such as Bild- 
rite sheathing, Graylite building 
board and Shingle-Backer. Section 
two deals with Insulite’s interior 


SINCE 1918 


Two Houre 
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ARATE SRC RONEE EE. LEAL 


HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP 


HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 


Custom Kiln Drying 


Members: M. F. M. A. WN. H. L.A. 


OCOnTO, WISCONSIN | 


products. And section three con- 
tains information of general natur 
such as “U values” of various wal! 
and ceiling construction, informa- 
tion on condensation and vapor 
barriers, nail quantity information, 
square -footage charts, tileboar« 
pattern plans, and cleaning ani 
painting information. Write In 
sulite, Dept. AL, 500 Baker Arcad 
Building, Minneapolis 2, Minn. 





Offers Free Putty Knife 


A Tenite-handled 114” putty 
knife is included free of charge 
in a kit together with Red Devil’s 
fastest selling wood scraper and 
glass cutter in the 1952 Red Devil 
Hardware Week Special. The three 
tools will be specially boxed in a 
display package. The tools included 
are one Red Devil No. 40 wood 
seraper with 11%4” blade and 7” 
handle, one Red Devil No. 024 glass 
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‘utter, and one Red Devil No. 
»-105 putty knife. In addition to 
lisplay packaging of the deal, Red 
Devil offers free newspaper adver- 
ising mats and a 3-color easel dis- 
jlay-card for counter or window. 
Write Red Devil Tools, Dept. AL, 
irvington, N. J. 


Chinc 

Now that sheet copper has al- 
most disappeared, what shall we 
ise for sheet metal and thru-wall 
lashing? One answer is Chine. 
The product is said to have several 
advantages over copper. It’s non- 
staining, resists corrosion, costs 
considerably less, and you can get 
it now. Tested by Bureau of Stand- 
ards. Approved by Federal Hous- 
ing Administration. Used by U. S. 
Government, States of New York, 
New Jersey, Michigan, Florida, 
Maryland, New York Housing Au- 
thority, Bell Telephone Co., Chrys- 
ler Corporation, Ford, Oldsmobile, 
Tidewater Oil, Albert Kahn of De- 
troit and hundreds of architects 
all over the country. For literature 
write oe Flashing Company, 
Dept. AL, 623 Prospect St., Tren- 
ton, N. J. 
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‘Jump Test" 


“Jump Test,” a _ point-of-sale 
nerchandising device incorporated 
n the new Inner-Seal weatherstrip- 
ing display carton by Bridgeport 
Mabrics, Inc., the manufacturer, is 
lesigned to attract customer inter- 
est and demonstrate advantages of 
he product’s live-rubber snap ac- 
tion. An actual strip of Inner-Seal 
veatherstripping is attached to the 
top of the carton with an invitation 
to customers to “Snap It!” When 
both ends of the strip are pressed 
together and released, it springs 
back to shape. This lively spring 
action assures an airtight, wear- 
resistant seal. It’s due to Inner- 
Seal’s exclusive construction of 
resilient live sponge rubber bead 
and flexible woven spring-wire at- 
taching strip, which also gives 
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Inner-Seal extremely long life, and 
ease of installation. Inner-Seal is 
nationally advertised to home- 
owners. According to the manufac- 
turer, it seals tighter, stays livelier 
longer, saves more fuel, than other 
types of weatherstripping. Write 
Bridgeport Fabrics, Inc., Dept. AL, 
3ridgeport, Conn. 


Employe Inventory 

A new questionnaire designed to 
help companies find out what their 
employes honestly think about their 
jobs, their pay, their bosses, and 
the company they work for, is 


available from Science Research 
Associates of Chicago. Called the 
Employe Inventory, it is simple to 
give, inexpensive, and reliable. Em- 
ployes’ answers are completely 
anonymous, but the questionnaire 
allows management to measure 
morale for the company as a whole; 
to compare morale between differ- 
ent departments, or plants; and to 
compare morale in any given com- 
pany with the average for others, 
particularly in their own industry. 
In use, the questionnaire lets em- 
ployes tell how they feel about 
working conditions, management, 
job security, benefits, pay, super- 





Dozens of 






Resembles Real Granite 


in 5 New Color Tones 
© Apricot Blush @ Sky Blue 
® Dove Gray ® Maltese Gray 
® Sea Green 


in 4 Popular Patterns 
@ Smooth Surface @ Tile 
© Parallel-line © Streamline 


Tileboards 








RESEMBLES GRANITE 








pips tle 
1D prepreg | 





Only Grani-lite has 


the beautiful new decorative color 
tones that resemble lustrous, pol- 
ished granite. 


Only Grani-lite has 


that “something different” appeal 
that creates instant customer ap- 
proval and acceptance. 


Only Grani-lite has 


created such wide acceptance and 
approval from Lumber Dealers. 
Those who are stocking it — are 
selling it—at a good profit. You 
can do the same. If you haven't 
seen Grani-lite, ask your jobber or 
write direct to our factory for 
samples. Use the coupon below. 


Distributed Through Lumber and Building Material Jobbers and Dealers 





i a tel State 


MAIL THIS 

1 COUPON FOR 

' SAMPLES OF 

1 Gnani-lite 

i AL 

i ST 
gp: (J DEALER moun 

: (1). JOBBER PONy....,....--------- 
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vision, other employes, advance- 
ment—and indicates the effective- 
ness of company communication 
and employe relations activities. 
Companies using this industrial re- 
lations tool have found it of help 
in discovering training needs, pin- 
pointing weak departments, cutting 
down employe turnover, and build- 
ing community good will. Write 
Science Research Associates, Dept. 
AL, 57 W. Grand Ave., Chicago 
10, Ill. 


Masonry Water Repellent 
After years of research and 
comprehensive testing of masonry 
water repellents, a new formula 
with a silicone base has been de- 
veloped by Ranetite Manufacturing 
Company Inc. The new silicone base 
water repellent is for surface appli- 
cation to exterior, above grade ma- 
sonry and offers the following ad- 
vantages: 1—Quick to develop re- 
pellency after application. 2—Ver- 
satile—performs well on most types 
of masonry. 38—Easy to apply 
either by spraying or brushing. 4— 
Readily applied at temperatures as 
low as freezing. 5—Highly effec- 
tive against efflorescence. 6—Clear 
and invisible, causes no change in 
masonry appearance. 7—Penetrates 
deeply to insure durability. 8— 
Non-sealing of masonry pores, al- 
lowing the masonry to “breathe.” 





9—Paintable, oil base paints ad- 
here and do not impair the water 
repellency of the underlaying mor- 
tar. Write Ranetite Manufacturing 
Company, Dept. AL, 1917 S. Broad- 
way, St. Louis 4, Mo. 








Malt-A-Matic 

The Malt-A-Matic, a fully modu- 
lar and completely weatherstripped 
wood window unit which features 
removable stock sash for greater 
safety and convenience, has been 
introduced by The Malta Manu- 
facturing Company. The new unit 
is shipped knocked down and can 
be quickly assembled by either the 


jobber or dealer. A spring screw 
assembly device firmly anchors the 
friction pressure-type weatherstrip. 
A slight turn on the screw adjusts 
the metal strip to the requirements 
of the frame and sash, Stock win- 
dows, especially prepared for the 
Malt-A-Matic unit, are available 
with the unit or from the jobber 
when needed on the building site. 
The unit also takes stock storm 
sash and screens. This feature 
permits a greater variety or choice 
of window designs. The Malt-A- 
Matic unit consists of the Malta 
wood window frame, adapted to 
take removable sash. It retains 
many patented Malta features 
which include the rigid sill support 
and the three-way jamb clamp. 
Through the use of Malta’s unique 
jamb liner construction, the frame 
can be adapted to walls of varying 
thicknesses of siding, brick or 
masonry. Write the Malta Manu- 
facturing Company, Dept. AL, 
Malta, Ohio. 


Wood Window Promotion 


Now .'. . colored picture post 
cards! The latest addition to the 
portfolio of promotional materials 
available through the Wood Win- 
dow Program. Picture and sales 
message alike “points up” your 
complete stock of woodwork and 
.. as well 


other building products . 





Note to lumber dealers everywhere: 


Make big profits by 
selling Kentile for 
self-installation 


e OFFER your customers the country’s fastest-selling 
flooring product . . . the Asphalt Tileeverybody knows 
and wants! Sell quality-famous Kentile for low-cost 
home installation and build the profitable business 
that comes from volume over-the-counter sales. 

For full information, contact your local Kentile 
Sales Representative or write any of the conveniently 
located Kentile, Inc. offices listed below. 


KENTILE. 


The Asphalt Tile of Enduring Beauty 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York © 350 Fifth 
Avenue, New York 1, N. Y¥. © 705 Architects Building, 17th and Sansom 
Streets, Philadelphia 3, Pennsylvania * 1211 NBC Building, Cleveland 14, Ohio 
225 Moore Street, S.E., Atlanta 2, Georgia * 2020 Walnut Street, Kansas City 
8, Missouri * 1440 11th Street, Denver 4, Colorado © 4532 South Kolin 
Avenue, Chicago 32, Illinois ° 1113 Vine Street, Houston 1, Texas 
4501 Santa Fe Avenue, Los Angeles 58, California ° 95 Market Street, 
Oakland 4, California ° 452 Statler Building, Boston 16, Massachusetts 
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Here's a Permanent Star » 







HITCH YOUR 
WAGONTOIT! , 


* 


* 


For 68 years now, our cus- * 
tomers have been buying from 
us with confidence . . . con- ke 
fident their needs for Southern 
Pine, Oak Flooring and Hard- 
woods could be met by the 
unbeatable combination of large 
acreage, selective cutting, mod- 
ern mills and a will to deliver 
the goods promptly and prop- * 
erly. Give us a try; we're 
confident you'll become a per- 
manent customer 
* 


Buy Direct * 


SOUTHERN PINE AND HARDWOOD LUMBER 
ROCKY CREEK BRAND OAK FLOORING 











CHAPMAN, ALABAMA 





68 YEARS OF MANUFACTURING YELLOW PINE AND HARDWOODS 
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COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 

















r 
| SAVE TIME—MONEY—MANPOWER 
| Investigate THE HANDIBELT 


ES eR pecans 



































This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins.; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No. AL-22. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in 
Principal Cities 


ees 
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SP/GRAVITY & POWER 
CONVEYORS 











Sl Products 


~~ 


Rad 


sad SPECIALIZING IN 


PONDEROSA PINE 
““DOUGLAS FIR 
~ REDWOOD 


Geo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 
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as wood windows. Picture post 
cards are “personal.” They get in! 
New, novel and inexpensive means 
of retail advertising. Write Wood 
Window Program, Dept. AL, 38 S$ 
Dearborn St., Chicago 3, II. 


COLOR SpreyPAK ENAMEL 


@® 8 ¢@ 


arr 
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Spray-Pak 


A free, all-metal counter display 
is being introduced by Chase Prod- 
ucts Company to gain greater dis- 
tribution for its self-spraying paint 
product, “Spray-Pak.’” The full- 
color display is available to all 
dealers purchasing three dozen 
‘ans. “Spray-Pak’” permits. the 


user “to do perfect spray paint- 
ing,” right from the container can, 
on wood, metal or stone. “Spray- 
Pak” can be sold under a “non- 
clog” guarantee for the life of the 
can. The dealer may select an as- 
sortment of any of “Spray-Pak’s” 
23 colors—all of which are listed 
on the front of the display. Occu- 
pying a minimum of counter space 
the display is only 18” square, yet 
it carries all 36 cans prominently. 
Write Chase Products Co., 1816 St. 
Charles, Dept. AL, Maywood, III. 


New Creo-Dipt Sales Plan 


Factory-stained red cedar side- 
wall shakes can now be considered 
an economical and profitable stock 
item as a result of the Creo-Dipt 
Optional Kolor Plan. The new sales 
method permits dealers to stock 
stained shakes in one prime color 
only, yet sell on the basis of 20 fin- 
ish colors—the largest selection in 
stained shake history. Two new 
Creo-Dipt developments make this 
possible. Creo-Dipt Pryme-Shakes, 
which are red cedar processed 
shakes factory stained with a spe- 
cially formulated gray primer. And 
Creo-Dipt Fynal-Kolor, a top qual- 
ity finish coat stain available in 20 
modern pastel and deep tone shades. 
Pryme-Shakes and Fynal-Kolor are 
sold as a unit, but dealers need 


stock only the Pryme-Shakes. A 
certificate, good for sufficient Fynal- 
Kolor to cover one square, is issued 
for each square of Pryme-Shakes 
purchased. Customers choose their 
finish color from a special color se- 
lector, Then the Fynal-Kolor Cer- 
tificates are sent in for the required 
amount of stain. Fynal-Kolor is 
shipped either to the dealer or di- 
rect to customer in ample time for 
application on the job. Write Creo- 
Dipt Co., Ine., Dept. AL, North 
Tonawanda, N. Y. 





New Wall and Ceiling Panel 
Marlite Hi-Gloss is a new prefin- 
ished wall and ceiling panel devel- 
oped for economical building and 
remodeling by Marsh Wall Prod- 
ucts, Inc. Produced by an exclusive 
high-heat-bake process, the perma- 











Since 1895 


Manufacturers of Highest Quality 


Forest Products from 


IDAHO WHITE PINE - PONDEROSA PINE 


J. Neils Lumber Company 





MILLS: Libby & Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 
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A nently-bonded Marlite finish seals 


i]- out dirt, grease, grime, moisture, 

(| alkalies, and mild acids. Available - F N T S A Vi ~ R F A N S A N ) F R S 
es in plain, horizontaline and tile pat- de 
i terns, in a complete range of colors, 

e- Marlite Hi-Gloss lends itself to end- 

T- less decorative schemes in indus- 

(| trial, institutional, commercial, and 

is residential interiors. In addition 

li- to the new Hi-Gloss, the Marlite 

0} line includes Deluxe, a superior 

0- quality panel with a polished mirror 

th finish, seven beautiful new Velwood 


patterns, and five distinctive Marble 
patterns. To help dealers tie in with 3 he ae 
Marlite’s 1952 national advertising, es > te et 
special sales promotion material ; 
will be provided: a direct mail cam- Mike Hall, at left, and 
paign, new full-color literature, col- Mel Holmquist, at 
orful store displays, newspaper right, clerks in the 
mats, radio announcements and paint and wallpaper 
sale training aids. Write Marsh store of Swanson’s, 
Wall Products, Inc., Dept. AL, Inc., St. Paul, check 
Dover, Ohio, Subsidiary of Mason- 
ite Corporation. 














the display of Ameri- 
can Rental Sanders 
which are an impor- 
tant source of income 
for the store. 
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rete Sander rentals bring in big two-way profits items such as brushes, abrasive paper, 
a for Swanson’s, Inc., the progressive thinners, etc. In addition—the sanders 
paint store operated by Reubenand Abel ring up $3,300 in rental fees alone! 

Zig-Zag Rule Display Unit Swanson in St. Paul. They’ve been rent- Folks everywhere like the idea of get- 

Stanley Tools offers a Zig-Zag ing American Floor Sanders to their ting “new floors for old” and saving 

Rule Display Unit (125E) free with customers for 20 years and have found money by doing the work See 

one dozen rules. Designed for eye this feature a real business-builder and with American Rental Sanders! Easy for 

ippeal and utility, the colorful, profit-producer! customers to operate these machines. 

1eavy cardboard merchandiser is Today—Reuben Swanson figures that Easy for you to profit by using our highly 

rinted in green and black provid- sander rentals increase paint sales 20% successful Rental Plan! Send today for 

sng a contrasting background for for a volume of $6,000 peryear! This booklet with complete money-making 
‘Green End” quality rules. Six includes paints, varnishes and allied details... use coupon. 


rules are arranged on each side of 


he display. They are easily remov- 

ible for demonstration or sale yet anys 

ihe unique construction of the mer- , ’ 
chandiser discourages theft. Stands ; 5 


10” high. Base measures only 414” FLOOR MACHINES - PORTABLE TOOLS 


x 5144”. Spaces are provided for Ee - 
pricing. Rules come packed in posi- 
tion—firmly held by extra strong 
carton packing. No. 125E Unit con- 
tains 6 No. 106 Rules, 2 No. 266F, 
. “ No. 167 Brick Masons and 2 No. 
| “27 Extension Rules. Zig-Zag Rule 
shown below the display is the new 
Stanley (No. 156F) described in 
the December 15 issue, page 114. 
This rule is not included in the No. 


Sb atin i SA i li Als lr a ah ti 4 


The American Floor Surfacing Machine Co. 
521 So. St. Clair St., Toledo 3, Ohio 

[] Send 12-page illustrated booklet showing 
how to make money in the floor sander 
rental business. 

[] Send latest catalog on the following, with- 
out obligation: 

(] Floor Sanders (J Floor Edgers 


(] Floor Maintenance Machines 











125E display unit which was shown Name 
inadvertently in that issue. Write Street 
Stanley Tools, Dept. AL, New Brit- City. State 











* ain, Conn. 


~-——--------- 5 
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You Sell More 









when you sell 


—EZ-WAY 

















Get your share of the remodeling market! 
Builders and home owners alike find EZ-WAY 
Folding Stairways the practical way to con- 
vert waste space into attractive dens, play- 
rooms, bedrooms and storerooms,.°. . the 

erfect answer to more room for living! 

Z-WAY Folding Stairways come completely 
assembled, jamb included, panel attached for 
easy installation. 


WRITE FOR NAME OF NEAREST DISTRIBUTOR! 


EZ-WAY SALES, Inc. 


BOX 100, O€PT.L ST. PAUL PARK, MINNESOTA 





FOLDING STAIRWAYS 





ACOUSTICAL TILE NAILS 
designed forthe job 


va nee nee) ERD PIPE 


When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 
..a collar which holds the tiles firmly in 
place...annular threading which gives su- 
perior holding power. The nails are fur- 
nished with a plated finish to prevent rust 
streaks where moisture is present. Send 
for free samples and descriptive literature. 
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JOHN HASSALL, INC. 


156 Clay Street 
Brooklyn 22, N. Y. 








"Gems of Color" 


“Gems of Color” comprises 12 
pages of new products, specifica- 
tions, and color charts of the man- 
ufacturer’s line of tile flooring. This 
catalog-type booklet features sev- 
eral new products including Aristo- 
flex Vinyl-Asbestos tile and Par- 
quetry tile which simulates wood 
flooring. Clear drawings of instal- 
lation methods for various types of 
under-floors are included. Write 
Mastic Tile Corporation of Amer- 
ica, Dept. AL-31, P. O. Box 986, 
Newburgh, N. Y,. 


For Panel Window System 


The only window screen designed 
specifically for Panel Window Sys- 
tem, the new “glass wall” involving 
Thermopane, has been created by 
the New York Wire Cloth Com- 
pany, it was announced January 15. 
The new product, which is an 
aluminum tension screen, is an- 
other in the Durall line made by 
New York Wire Cloth Company for 
double-hung wood windows and 
casement windows. Write New 
York Wire Cloth Co., Dept. AL, 445 
Park Ave., New York 22, N. Y. 





New Book for Builders 


Construction men often face the 
problem of where they can find cer- 
tain building products and who can 
fabricate special jobs for them. In 
a book titled “This Is International 
Steel,” all the facilities and many 
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of the company products are out- 
lined in a concise, quick-reference 
form. Included are photographs 
and descriptions of many jobs 
where International has overcome 
obstacles that seemed insurmount- 
able. International Steel specializes 
in difficult steel fabrication. It also 
produces steel building products 
warehouse steel, stainless steel, and 
a host of other products. Inter- 
national’s purpose in releasing this 
book was to acquaint its customers 
with all of its various products. 
For copy of the 44-page “catalog 
of sources,” write International 
Steel Company, Dept. AL, Evans- 
ville, Ind. 





Dok REPRAT BUSINESS 
f 

FOR COMPANIES WITH LIMITED TIME 

AND LIMITED BUDGETS 


: 
ONE FLAT COST 


BASED ON THE NUMBER OF 
CUSTOMERS AND PROSPECTS 
cm 


includes Everything 


THEN THE PRSTAGE 


ne ee | 
New Good Will Service 


Companies with limited time, 
limited budgets and limited mar- 
kets, will find a very interesting 
and effective answer to their good 
will problem in the booklet “Per- 
sonalized Packaged Service.” This 
service offers a full year’s good 
will campaign for 250 prospects 
and customers. Everything is 
handled without the user doing one 
tap of work. For free copy of this 
booklet write H. Ostwald, c/o 
Wall Catalog Co., Dept. AL, Room 
1400, 59 E. Madison St., Chicago 
3, Ill. 


One-Coat House & Trim Paint 


For the first time in the history 
of the paint manufacturing field 
a one coat house and trim paint in 
colors is now available. This nev 
Adelphi product enables the home 
owner to complete his exterio! 
painting with one _ application 
rather than two, on most houses 
It also enables the painter to d 
an exterior painting job at a price 
substantially less than would bé 
the case when using a two-coa' 
house paint. A savings up to 40% 
can be achieved. This new produc: 
is said to have an extremely dur- 
able film that covers approximate]; 
500 square feet per gallon. It wil! 
not crack, chip, peel 








or fade. 
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TARTER, WEBSTER & JOHNSON, INC. 


1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 + Teletype SF 531 









_» ¢# DOUGLAS FIR 

<4 PACIFIC COAST HEMLOCK 
"WESTERN RED CEDAR 
SITKA SPRUCE 

SHINGLES 


SPECIALIZING IN 
CROSS ARMS 
CEDAR AND SPRUCE 
SIDING crs LIMITED 


SAWMILL DIVISIONS 
e COWICHAN 
@ VICTORIA 
e VANCOUVER 
e HAMMOND 


HEAD OFFICE: VANCOUVER, B.C. penne 
SALES AGENT: MACMILLAN & BLOEDEL, LTD. 
VANCOUVER, B.C. CANADA 


P. O. Box 1731 
STOCKTON, CALIF. 
Stockton 4-8361 + Teletype SK 2 














Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


IMMEDIATE SHIPMENT 
Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
' 
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ALDER. Manufacturing Co., Lancaster 4, Pa. 











LOOKING FOR QUALITY OAK 
FLOORING? 


The Brand 
you want 
is 









1 . £ 
iN 


! 
DAK ‘FLOORING 
CARPENTER OAK FLOORING Co. 


906 North 40th Street 
P. O. Box 1449 BIRMINGHAM, ALABAMA Telephone 9-6147-8 


























































STRONGER THAN ANY 
OTHER FARM GATE 


Here’s a gate that’s moving in volume. Its 


YR. 


GUARANTEE 








No matter proven advantages sell toughest customers on 
\ how damaged. sight. Won't twist. Tilts. Won't pile up snow. 
J. B. Clay, Pres. Rugged. Farmers want a gate like this. Get 


FREE information today. 


CLAY EQUIPMENT CORP., 223 SOUTH STREET, CEDAR FALLS, IOWA 





Adelphi One Coat House and Trim 
Paint gives perfect results on a 
wide range of surfaces, including 
wood, steel, stucco, brick and as- 
bestos- cement shingles. It has been 
specially formulated to assure long 
life and an excellent repaint sur- 
face under severe climatic condi- 
tions—and retains its beauty of 
color for years. Its wide range of 
19 modern, high-fashion colors, to- 
gether with a Self-Cleansing White, 
offers a selection more complete 
than many two-coat house and trim 
paints. Write Adelphi Paint & 
Color Works, Inc., Dept. AL, 86-00 
Dumont Ave., Ozone Park 17, N. Y. 





Correction 


The new plastic wall tile to be 
known as “Bev-All”, has an All 
Over Bevel which prevents cupping 
.. no projections or bars are need- 
ed on the back. It is not necessary 
to slip sheet. (The word “cutting”’ 
in place of “cupping” was used in 
error in the _ descriptive article 
which appeared on page 108, Janu- 
ary 14 issue.) For detailed infor- 
mation about this new wall tile, 
write A-l Plastic Molders, Inc., 
Dept. AL, 1415 Diversey Parkway, 
Chicago 14, IIl. 








Feed Trucks for '52 a 


Ford’s new truck line for 1952 


offers the widest range of engines © 


and power combinations in Forc 


Motor Company history, with mod- | 
els designed to fill 97 percent of al! 7 
modern hauling needs, according to 7 
L. D. Crusoe, vice-president and | 
general manager of Ford Division. | 

The 1952 line introduces a new J 


sedan-delivery model called’ the 
“Courier” and offers five powerful! 
engines, including three completely 


new high-compression, low-friction | 
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Pullman Sash Balances are better 

+ more economical for builders 
than windows having weight boxes, 
sash weights, chains, cords and pul- 
leys. Installation is fast. Little on- 
the-job carpentry work is required. 
Thus labor costs are low. Pullman 
Balances are a sales aid to lumber 
dealers selling prefabricated win- 
dows and Pullman Balances asa unit 




















re THE BALANCE WITH 

lat se A LIFETIME GUARANTEE 
ns Every Pullman Sash Balance is guaranteed against 
imperfect workmanship or material during the 


ou 
a DE lifetime of the building in which it is installed. 
WRITE FOR LITERATURE 


ILLIA 1) MANUFACTURING CORPORATIO 


ROCHESTER 21, N. Y., U.S 















Majestic 
INDOOR INCINERATOR 


disposes of all burnable home refuse 


A profitable seller 
the year ’round 


Every housewife is quick to 
see that this handy appliance 
saves steps, time, and trouble. 
The Majestic Incinerator gets 
rid of wastebasket trash plus 
wet and dry garbage by burn- 
ing it all indoors. Waste it- 
self serves as fuel. Unique 
downdraft does the trick! 
Dries the refuse and hastens 
complete burning. Guaran- 
teed. Taps to furnace flue in 
basement or utility room. 
Tips more profits your way. 
Write today. 


The Majestic Co. 
303-A Erie St., Huntington, Ind. 


No. 2 
Economy 
Model 


TYPICAL MAJESTIC PRO 
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Nationally Known and Advertised for Over 40 Years ! 
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IBERNS AIR KING 
‘KITCHEN FANS 


| thay re new ofthe 
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BLOWER TYPE FAN BLADE 
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CEILING OR 
SIDEWALL 
MOUNTING! 







SHALLOW 
DESIGN—34” 
OVERALL! 






SCREW GRILLE 
REMOVAL! 


Every feature you’ve ever wanted in a kitchen fan! New BLOWER- 
TYPE BLADE maintains constant high volume in long ducts... 
prevents motor burnouts due to clogging of ducts. Extremely 
powerful yet so quiet as to be practically unnoticeable. Chrome or 
White Enamel grille removable merely by unscrewing handy center 
knob. Adjustable frame mounts between 16” studs or center joists. 
Outside zinc frame will never warp or rust. Complete 3-speed con- 
trol switch available at $5.95 list. 

10’ model. List, tCl GHUGO TAK... o.oo. csccceseces es $34.95 


NO RODS or CHAINS! 


Wall Switch Controlled 4 
SIDE WALL MODEL : 


Flick of the switch starts and stops 
motor, opens and closes outside door. 
Same grille and construction features 
as ceiling model. Motor and blade com- 
pletely removable by merely loosening 









=~ 


two screws. Air tight, rubber lined, outside steel door with all zinc 
outer frame. 10” model for 514” to 16” wall widths. 

USE HES. RII slo iasoses eaccnshinaee send simpoue's Stalgindinn $55.40 
Pull Chain Model also available with all above features. In 8” 
models for 5” to 1534” wall widths—list, incl. excise tax, $27.55. 
10” model for 54” to 16” wall widths, list incl. excise tax. .$34.60 


NEW Packaged 
Ceiling Fan 


Ready for installation right 
in its own “built-in” frame 
where minimum height doesn’t permit usual attic fan. Sealed for 
life shaft bearings set in solid rubber for extreme quiet . . . sealed 
lubrication, ball bearing motor. In 24” to 42” models. . . list price 
as low as $110.00 incl. excise tax. Shutters optional and extra. 





Available through leading Electrical Wholesalers everywhere. 
Or write for descriptive literature to... 
= Se a ee NN EN SL fe GN ES Ge a 


: BERNS MFG. CORPORATION | 


BH 3050 NORTH ROCKWELL STREET, CHICAGO 18, ILLINOIS & 
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overhead valve units. In addition to 
the Courier, series F-1 through F-8 
Ford trucks range from light pick- 
up units of 114-inch wheelbase and 
4,700 pounds Gross Vehicle Weight 
up to extra heavy-duty trucks with 
a maximum 195-inch wheelbase and 
Gross Combination Weight ratings 
up to 41,000 pounds. Shown above 
is the 1952 Ford Series F-6 truck 
cab and chassis designed for heavy- 
duty hauling. The 106-horsepower 
239 cubic-inch V-8 and .the 112- 
horsepower Big Six engines are 
available as the power units for the 
Series F-6 Ford trucks. Write Ford 
Motor Company, Dept. AL, Dear- 
born, Mich. 


Brush Cleaner and Preserver 


A new kind of paint brush clean- 
er and preserver is Process 33. 
You can actually switch your brush 
to a different color paint in 33 
seconds. The product is said to 
be so thorough that brushes and 
rollers are like new. They stay 
soft and pliable and can be stored 
ready for instant use. Process 33 
can be used over and over—never 
loses its cleaning strength. It’s 
very easy to use. Just swish the 
brush gently; for rollers, soak 
sleeve, rinse, then wipe. The manu- 
facturer has an introductory offer 
which can be used to great ad- 





vantage along with regular paint 
sales. It is suggested that a dem- 
onstration of Process 33 is certain 
to be a sales-getter. Write G. N. 
Coughlan Co., Dept. AL, West Or- 
ange, N. J. 
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Horizontal-Line Styling 


All 5 types of Strand Garage 
Doors now shipped from the fac- 
tory, have attractive horizontal- 
line styling. The horizontal lines 
were first introduced in the Strand 
9’-wide garage doors, and the de- 
sign met with such general ap- 
proval that it has been extended 
also to the 8’ x 7’ doors and the 16’ 
x 7 doors. The _ horizontal-line 
styling is in keeping with the latest 
architectural trends, not only for 
ranch-type construction but for 
practically all of today’s popular 





designs. All Strand doors are made 
of galvannealed steel to protect 
against rust. The galvannealing 
consists of a heavy galvanized zinc 
coating, oxidized to provide an ex- 
cellent base for paint, with no prim- 
ing coat needed. The doors are 
shipped with factory assembled, 
packaged hardware. Write Strand 
Garage Door Division, Detroit 
Steel Products Co., Dept. AL, 2244 
E, Grand Blvd., Detroit 11, Mich. 





Sinks and Cabinets by Tracy 
Stainless steel sinks and steel 

kitchen cabinets by Tracy Manu- 

facturing Company, division of 


Edgewater’ Steel Company, are 
again chosen by Levitt and Sons, 
Inc., for the fifth consecutive year, 
bringing the Tracy total to more 
than 27,000 kitchens in Levitt 
homes. It is reported that Levitt 





ViKtrey 


FOR INCREASED SALES 
and Assured Customer 


Satisfaction ! 








ease of maintenance. 


counter displays, dealer helps. 


Vi 
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More and more dealers are stocking VIKON METAL TILE 
because more and more customers are demandirtg the 
plus values Vikon provides . . . economy of installation— 
durability —wide color selection—permanence—beauty — 


VIKON METAL TILE is nationally advertised, and 


backed by an aggressive sales promotion campaign... 


AVAILABLE IN 30 FADE-RESISTANT COLORS 
STEEL-ALUMINUM-STAINLESS STEEL 


TKON aa! LE 
nreconons AE wenasr 


VIKON TILE CORPORATION, WASHINGTON, N. J. 














cast Ob pg Miuns o> 
@ Guaranteed by > 
Good Housekeeping 
wor 4s AoveaTistd aes 





SEND FOR VIKON'S 
FREE*COLOR BROCHURE 





BRIGHT | 


Pecan « Oak 
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Everything You NEED in 


WEST COAST UPLAND HEMLOCK 
DOUGLAS FIR 





a 


This is one of our big dry lumber sheds where 
we store our fine upper grades. Lumber doesn’t 
come any finer than Oregon-American offers 
you. Everything you need in West Coast Upland 
Hemlock and old-growth Douglas Fir is here— 
waiting your order. 

Tell us what you need. You are especially in- 
vited to try our high quality 


KILN DRIED 
WEST COAST UPLAND HEMLOCK 


We know Oregon-American lumber will please 
you. 300,000 feet daily 














BIG SAVINGS 


IN INSTALLATION COSTS — 








with 
MET-CRO 
Steel 
Cross 
Bridging 





Yes Sir! No measuring, no fitting, no sawing. Merely lift 
Met-Cro steel Cross Bridging out of the carton. Open like a 
scissor. Spread between the joist. Squeeze to eliminate 
loosening. Nail into place. Once your customers try Met-Cro, 
they will never use anything else. 


SEND FOR THIS FOLDER 


Read how a comparative test of Met-Cro Steel Cross Bridging 
and Standard Wood Bridging conducted by the Board of 
Standard and Materials, N.Y.C., shows the 
superiority of Met-Cro Code Approved Steel 
Cross Bridging. 

















""My Wife was always after me to remodel the bedroom, so I'm 
doing this to humor her!"' 





GET YOURSELF MORE BUSINESS by using our cartoons in your news- 
paper advertising. There are 104 cartoons on Remodeling, Roofing, 
Additions, New Homes, Etc. Mats come in | and 2 column sizes. 
Also 350 COPY SUGGESTIONS that tie-in with the cartoons on various 
Building items. 








Everybody reads cartoons and these cartoons will really spark up your 
ads with humorous SELLING messages — they don't cost — they PAY. 
You can get the EXCLUSIVE on these 104 cartoons for your city (If 
still open) at small cost. Write for full information today. , 


Start getting 
Met-Cro Profits today! 


LIL-AD FEATURES, RFD 3, Box 150-A 
Santa Ana, Calif. 


Met-Cro Specialties Co., Ine. 


87-31 78th Street, 
WOODHAVEN 21, L. I|., NEW YORK Address 
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finds the Tracy stainless steel sinks Beauty Wall Shakes 

and counter tops most appealing to Every Beauty Wall Shake is pre- 
women. Photograph above features cision made in the mill of Douglas 
a partial view of the kitchen of the Fir Wholesalers, Inc., from the 
Levitt “Country Clubber’’—show- manufacturer’s own western, red- 
ing Tracy stainless steel sink, with cedar timber. The butt is a perfect 
de luxe automatic dishwasher be- right angle to the edges which are 
neath and to the left. Solid brass, exactly parallel to each other. This 


chrome-plated fittings include mix- permits both accuracy and speed in 
ing faucet, crumb basket, and a application. The shakes are care- 
mixer-spray. The door and drawer fully kiln dried and stained... . 
handles are stainless steel, and all only the best wood preservative 
drawer fronts and cabinet doors jl stain is used. Stained shakes are 


are sound-deadened. Write Tracy ‘artoned. All shakes 70 lb. ship- 
Manufacturing Co., Division of ping wt. per 2 bundle sq. There 
Edgewater Steel Co. Dept. AL, is a choice of many Beauty Wall 
Pittsburgh 33, Pa. colors. For descriptive folder, in- 








KEEP ‘EM SATISFIED 


WITH CRAP” 


Every Redwood customer is a satisfied customer, when you sell him grade-marked, 
trade-marked CRA Certified Dry Redwood! Graded with accuracy, seasoned with 
care, milled with precision, CRA Redwood assures uniformly fine quality and de- 
pendable performance on the job. 


That's why progressive dealers everywhere feature CRA Redwood —the Redwood 
you can be sure of —the Redwood processed by the reputable member firms of the 


CALIFORNIA REDWOOD ASSOCIATION 
576 SACRAMENTO STREET, SAN FRANCISCO 11 


NORTHERN REDWOOD LUMBER CO. « THE PACIFIC LUMBER CO. « ROCKPORT REDWOOD CO. « SIMPSON 
LOGGING CO. « UNION LUMBER CO. + WILLITS REDWOOD PRODUCTS CO. « ARCATA REDWOOD CO. 
COASTAL PLYWOOD & TIMBER CO. + HOLMES EUREKA LUMBER CO. « HAMMOND LUMBER CO. 





cluding application instructions, 
write Douglas Fir Wholesalers, 
Inc., Dept. AL, Marysville, Wash. 


New Delta Saw 


E. J. Metzler, Delta representa- 
tive, is demonstrating new saw at 
NAHB exposition. Looking on are 
W. A. Mattson, Burlington, Iowa, 
and J. Kinder, Park Ridge, Ill. 
Delta’s new 16” radial saw cuts 
through 360° at every angle. All of 
the cuts are made above the work 
table in clear view of the operator. 
Either 3, 5 or 7% h. p. size. Cuts 
5'.” thick, has 30” saw travel and 
rips to center of stock 77” wide. 
“Unequalled miter Capacity.” All 
controls located in front, central- 
ized cutting. Full saw stroke at 
any angle. For copy of descrip- 
tive folder write Delta Power Tool 
Division, Rockwell Manufacturing 
Company, Dept. AL, 600 E. Vien- 
na Ave., Milwaukee 1, Wis. 





Plastic Air Filter 

A washable, plastic air filter for 
forced draft hot air furnaces and 
air conditioning systems, is capable 
of catching pollen from the air and 
even the most minute solids in cig- 
arette smoke. The new filter is 
described as a self-charging elec- 
trostatic unit which takes useful 
advantage of the dielectric prop- 
erties of certain plastic films, res- 
ins and waxes. It is reported that 
scores of test installations have 
been made in the Akron area; in 
homes, department stores and of- 
fices, with users reporting that the 
filters kept walls, furniture, drapes, 
or merchandise practically free 
from dust. Laboratory tests show 
this type of filter from two to four 
times more efficient than oil-coated 
and other type filters which collect 
dust particles on their surfaces by 
impingement. Write the Goodyear 
Tire & Rubber Company, Dept. 
AL, Akron, Ohio. 
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NAMES IN THE NEWS 


























Scheduled for Lumber Dealers’ Conventions 


Masonite Corporation’s mechanized 
exhibit, which dramatizes the mar- 
kets for Presdwood and details the 
sales aids, is scheduled for 29 lum- 
ber dealers’ conventions this winter 
and spring. The basic unit includes 
three elements: A 14-page book whose 
pages are turned mechanically to 
show various major markets open to 
dealers; enlarged replicas of the 
Masonite Dial-It-Right and Nail-It- 
Right, each with a push-button for 
operation of convention visitors; sales 
helps for easy inspection in individual 
books at an attached table. 

Other features include a _ storage 


cabinet with shelves and doors ex- 
hibiting various applications of Presd- 
wood. For example, one door and a 
shelf are made of the plywood indus- 
try’s new plywood-hardboard combi- 
nation panel known as Plyron, a new 
grade of the Douglas Fir Plywood 
Association. 

Also shown are panels of various 
kinds of Presdwood finished in the 
same color paint to indicate different 
effects, and detachable panels, 7% 
feet high (for larger exhibit spaces) 
showing how Masonite hardboards 
appear on interior walls. 





Martin-Verba Lumber Co., 
New Organization 


Formation of a partnership to com- 
nission lumber in eastern Iowa was 
innounced in January by two Cedar 
Rapids, Ia., men—Charles E. Martin, 
613 “B” Avenue, N.E., and Willard 
V. Verba of 2026 Eastern Boulevard, 
S.E. 

The new organization will be known 
is the Martin-Verba Lumber Com- 
pany and can be reached by mail 
hrough Box 562, Cedar Rapids, Iowa. 

Mr. Martin has been a lumber brok- 
‘yr for 40 years in eastern Iowa terri- 
‘ory, the last 13 years by himself. Mr. 
Verba has been employed by the 
Nebraska Bridge Supply & Lumber 
Company of Omaha, Neb., for 13 
sears, the last four as a salesman 
in eastern Iowa. 





Frost Lumber, Olin 
Industries Merge 


The assets of Frost Lumber In- 
dustries, Incorporated, Shreveport, 
La., have been merged with those of 
Olin Industries, Inc. The business of 
the former will henceforth be oper- 
ated as the Frost Lumber Industries 
Division of Olin Industries. 
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Frost will continue to manufacture 
the same quality products as in the 
past and serve the same customers 
with the same personnel. However, 
Olin is planning to utilize Frost re- 
sources which have not heretofore 
been fully exploited, in new develop- 
ments which should prove beneficial 
to all concerned. 


The long established Olin organiza- 
tion, with headquarters at East Alton, 
Ill., manufactures a wide variety of 
products. Among these are brass and 
brass products, flashlights and dry 
cell batteries. 


H. E. Waddill, President 
Adair Lumber Company 


At the annual meeting of the Adair 
Lumber Company, Kansas City, Mo., 
Harold E. Waddill was named presi- 
dent, succeeding his grandfather, 
James E. Waddill, who died October 
17. Other officers are E. T. Waddill, 
vice-president, and V. E. Loyd, sec- 
retary-treasurer and general man- 
ager. Mr. Loyd has been in the 
Kansas City office for the past 26 
years. 

The Adair Lumber Company has 
nine retail yards, all of which are 
located in the state of Missouri. 


Move Skilsaw Factory 
Branches into New Buildings 

Two factory branches of Skilsaw, 
Inc., Chicago manufacturer of port- 
able power tools, were moved into 
new buildings February 1, Paul 
Watts, vice-president, announced. The 
branches, in Boston and in Charlotte, 
N. C., are being enlarged as part of 
Skilsaw’s broad expansion program, 
Mr. Watts said. 

A third branch, in Dallas, was 
moved on the same date into larger 
quarters in a newly remodeled build- 
ing, he added. 

All three of the branches will pro- 
vide off-street parking for customers, 
an important consideration in the se- 
lection of the site in each of the cities, 
Mr. Watts said. Enlarged service de- 
partments and completely fitted dem- 
onstration rooms have been set up in 
each branch. 

Skilsaw now has factory sales and 
service branches in 34 cities in the 
United States and Canada, giving it 
the largest branch network in the 
portable power tool industry, accord- 
ing to Mr. Watts. 

The Boston branch is managed by 
William F. Mealey, the Dallas branch 
by Norman H. Huseby, and the Char- 
lotte branch by E. Allen Lindley. 


Remington Rand to Increase 
Facilities 

Plans for expansion of the Marietta, 
Ohio, plant of Remington Rand, Inc., 
including about 100,000 square feet 
of additional floor space, have been 
announced by R. J. Roach, general ° 
manager of the company’s steel equip- 
ment section of its manufacturing di- 
vision. Mr. Roach said the company 
has applied to the Federal government 
in Washington, D. C., for permission 
to build additional manufacturing fa- 
cilities in Marietta, to cost approxi- 
mately $1,500,000. 

In 1944 the company’s Kardex cab- 
inet manufacturing facilities were 
moved from Tonawanda, N. Y., to 
Marietta, and in 1946 and 1949 addi- 
tional units were added to the plant 
to take care of an increased volume 
of production. 


Zonolite Starts Vermiculite 
Plant in Nashville 


A new vermiculite processing plant 
that will serve western Kentucky and 
Tennessee has been opened in Nash- 
ville, Tennessee, it was announced 
by the Zonolite Company, Chicago. 

The new plant is the 35th of its 
kind that is owned or licensed by 
Zonolite in the United States and 
Canada. It will process vermiculite 
ore from the company’s mine at Trav- 
eler’s Rest, S. C. This fireproof, mica- 
like mineral is used as plaster and 
concrete aggregate, loose fill insula- 
tion, as a packing material, and as 
a soil conditioner. 

The Nashville operation will pro- 
vide faster delivery and improved 
service to dealers, contractors, and 
architects in the area, according to 
Roy Weeks, works manager at the 
plant. 

The Zonolite firm, whose headquar- 
ters are at 135 South LaSalle street, 
Chicago, operates another vermiculite 
mine at Libby, Mont. 
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Sign of Spring 

Sherwin-Wil- 
liams’ dealers are 
now receiving 
this colorful, new 
broadside which 
deseribes the 
many sales aids 
available for the 
coming painting 
season. SWP’s 
paint selling pro- 
motion includes 
all the helps fre- 
quently asked for 
by dealers. The 
eight - point plan 
for spring in- 
cludes: special 
paint deals, in- 
creased advertis- 
ing, literature, 






you asked for... 





displays, “How to Paint Guide,” new colors, up-to-date product information, 
more radio and publicity helps. For copies write the Sherwin-Williams Co., 101 


Prospect Ave., Cleveland 1, Ohio. 


Architects Invited to Submit 
Church Designs 


Architects from all over the world 
are being invited to submit designs 
for hanging in the “Hall of Church 
Design” at the International Church- 


mans Exposition scheduled for May 


19-24, 1952 at Chicago’s International 
Amphitheatre, says Joe Vancil, expo- 
sition manager. 

The American Institute of Archi- 
tects-Chicago Chapter has endorsed 
the International Churchmans Expo- 
sition and their committees are co- 
operating in preparaticn for the “Hall 


of Church Design” and securing Na- 
tional authorities as speakers for the 
“International Church Buildings 
Forum” which will be held in the 
same building, says Mr. Vancil. 

Entry blanks for submitting de- 
signs can be secured by writing or 
calling at the International Church- 
mans Exposition office, 19 S. LaSalle 
St., Chicago 3, Ill. 

It is expected that 20 to 30 thou- 
sand church people will view the 
“Hall of Church Design” as a result 
of invitations to church people of 
all denominations. 





|. E. L. House Organ 


H. D. McDonald, president of I. E. L. 
Power Saws, Inc., Seattle, Wash., an- 
nounces that his firm has_ started 
publication of a monthly house organ 
entitled “Chain Chips.” The magazine 
will keep all I. E. L. dealers abreast 
of new developments and new methods 
of production in regard to power 
saws. Plus being informative, it will 
also tend to bring the dealers closer 
together with newsy items. 


What Keeps Workers Happy? 

What. keeps workers happy, en- 
thusiastic, and loyal to their employ- 
ers? Is it high pay, short hours, 
plump benefits—fancy fixtures in the 
rest rooms? 

Science Research Associates of Chi- 
cago, publishers of tests for business 
and industry, have some interesting 
new answers. Surveying 125,000 work- 
ers with a recently developed morale- 
measuring instrument called the Em- 
ploye Inventory, they found eight 
basic worker needs. 

Lyle M. Spencer, Science Research 
president, reports that workers: don’t 
like bossiness; want and feel the need 
for freedom on the job; like job secur- 
ity and opportunity for advancement; 
want fair treatment with promotions 
and pay increases when earned; want 
to be able to speak their minds; want 
to be allowed to make mistakes once 
in a while without being crucified for 
them; like friendly treatment by fel- 
low employes and their bosses; and 
want to be kept well informed on com- 
pany matters. 








BRAWN 


The load on the man in- 
stead of the truck. Extra 
handling, lower efficiency, 
soaring labor costs. 
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For over 23 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
Our plant is modern throughout and 
machine work unexcelled. 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 


ing rules. 


Try Ozark Brand 
Oak Flooring 
You'll like it. 


THE OZARK OAK FLOORING CO. 
& pong ay 














Twin-Tilt is the only hand 
operated truck with the pat- 
ented, labor saving auxiliary 
frame, It lifts up to 1,200 Ibs. 
with tinger tip control. 












BRAINS 


Built to rigid specifica- 
tions, Twin-Tilt gives you 
money saving, time saving i, “ 
and product saving opera- : —— 
tion. Palletized materials 
are moved in one easy 


operation. Write Twin-Tilt for literature 


describing. in detail how you can 






save labor costs whatever the 
size of your operation. 


TWIN-TILT. TRUCK CO. 


DEPT. AL, P. O. BOX II 
ST. BERNARD, CINCINNATI 17, O 
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GIVE CONDENSATION 
THE AIR with 
“MIDGET LOUVERS” 


Efficient sidewall venti- 
lation for new or old 
structures! Helps prevent 
condensation and moisture 
blistering. Easy to install. 
2 styles—for indoor or 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4”. 


Use on sidewalls, flat roofs, 
eaves and soffits, gables, 
unexcavated areas, finished 
basement walls, cupboards, closets, storm sash, 
etc. Write for information. 


THE 


MIDGET LOUVER CO. 


6-8 WALL STREET © NORWALK, CONN, 












5 REASONS 


WHY MORE DEALERS ORDER 
FROM FIDDES-MOORE 


PLYWOOD—Complete stocks of all types 
and sizes—hardwood and fir—for in- 
terior and exterior use. 


LUMBER—Carload lots of Idaho White 
and Ponderosa Pine, Douglas Fir, West 
Coast Fir, Cedar, Spruce. 


DOORS—You can order from one door 
to a carload of doors when you deal with 
Fiddes-Moore—All types and sizes. 


SPECIALTIES—F iddes-Moore stocks 
many outstanding, nationally-known 
building products for you—Baylaun prod- 
ucts—Abesto products—Armstrong 
products—P-V Hardboard—Panelyte 
plastic laminates—Mengel doors and 
plywood—and others! 


QUALITY ZZ") service 
Dealers rely on Fiddes-Moore for prompt attention, fast 
delivery and cooperative service on every order—large 
or small. You order with a guarantee of satisfaction! 


FIDDES-MOORE & COMPANY 


CHICAGO, ILL. HAMMOND, IND. FORT WAYNE, IND. 
Daily News Bldg. 4950 State Line Ave. P.O. Box 839 
400 W. Madison St. SOuth Chicago 8-9223 (Chicago) Harrison 1285 
SOuth Chicago 8-9223 Russell 2350 (Hammond) 
TWX HAMD 1447 
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Actually it doesn't take a scientist to determine 
this equation. It is merely our way of graphically 
telling you that Fair Price, Rapid Service and High 
Quality are the three ingredients that go into all 
of PAMUDO'S operations, serving over 5,000 deal- 
ers throughout the United States. 


IF YOU HAVE A WOOD PRODUCTS PROBLEM, CALL 


Pamudo- 


(PACIFIC MUTUAL DOOR CO.) 
GENERAL OFFICE - Direct Shipments .. . 
Straight and Mixed Cars. 
Lumber and Lumber products . . . Fir and 
Pine Mouldings, Doors, Plywood and 
Cut-Stock 
Stock Millwork—Cut-to-size Industrial Plywood. 


TACOMA BUILDING, TACOMA 2, WASHINGTON 


Warehouse stocks of 
Plywood « Doors 
Mouldings «© Stock Millwork 


WAREHOUSES IN 5 PRINCIPAL CITIES 
St. Paul 4, Minnesota 
Kansas City 5, Kansas 


Chicago 38, Illinois 
Baltimore 31, Maryland 
Elizabeth, New Jersey 
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CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


—_— For cracks, holes, and crevices in wood, 


plaster, tile, stucco, and cement. 
A “best seller’’ because it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it’s put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 
sanded, sawed, painted, or stained 
@ No waste—mix with water only as 
needed 


Packed in 1, 5 Ib. cartons; also 25, 50, and 
100 Ib. drums. 


Try it yourself. Find out why easier, faster re- 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us. 


Another ‘‘Product of Merit’’’ by Consumers. 








CONSUMERS GLUE CO. 


1515 N. HADLEY ST. - ST. LOUIS 6, MO. 


















( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


WILL NOT SHRINK SELLS BETTER because 








STICKS AND STAYS pur it WORKS BETTER. 
a) = 










Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 





DONALD 




















year.” What’s more, Ps rnnm 
urham’s Rock- £4 Des Moines 4 
Hard Water Putty lowa 





gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 






in POWDER Form 
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Devlin Elected President 
of Fir Door Institute 


Charles E. Devlin, vice-president- 
sales, Simpson Logging Company, 
Seattle, Wash., has been elected presi- 
dent of the Fir Door Institute. Mr. 
Devlin, who formerly was managing 
director of the Douglas Fir Plywood 
Association, Tacoma, and has for 
many years been active in the ply- 
wood and stock door industries, was 
elected to his new office at the an- 
nual meeting of the Institute held in 
Tacoma. 

He succeeds Eberly Thompson, vice- 
president of M and M Wood Working 
Company, Portland, who served as 
president during 1951. 

The Fir Door Institute is the trade 
promotion, and research organization, 
for the Pacific Northwest stock door 
industry. Some 13 companies are ac- 
tive members of the group, their 
plants being located in Washington 
and Oregon, with annual productive 
capacity of some 10,500,000 house 
doors. 

Other officers elected at the annual 
meeting were: Charles T. Eckstrom, 
president of Monarch Door & Manu- 
facturing Company, Tacoma, vice- 
president; Ray M. Sundquist, sales 
manager of Acme Door Corporation, 
Hoquiam, secretary; and Herman E. 
Tenzler, president of Northwest Door 
Company, Tacoma, treasurer. 





OLIVER M. KNODE, 
of United States Gypsum 
and Clarence H. Shaver, chairman of 
the board of U.S.G., center, receive a 
testimonial of the home building in- 


left, president 


Company, 


dustry’s appreciation for their com- 
pany’s “outstanding contributions in 
research and development leadership” 
from W. P. “Bill” Atkinson, president 
of the National Association of Home 
Builders. 


"For Outstanding 
Contributions" 


“For outstanding contributions to 
better, safer building,” United States 
Gypsum Company was awarded a 
testimonial of the home building in- 
dustry’s appreciation by W. P. “Bill” 
Atkinson, president of the National 
Association of Home Builders. 

Presented at NAHB’s Annual Con- 
vention and Exposition at the Conrad 
Hilton hotel, Chicago, the citation was 
made to Oliver M. Knode, president, 
and Clarence H. Shaver, chairman of 
the board of U. S. Gypsum. 

In reviewing U.S.G.’s contributions, 
the citation points out that through 
“leadership in research development 
of gysum products and other fireproof 
materials for the basic home struc- 
ture, United States Gypsum has added 
greater safety, strength, speed of 





erection and economy to home con- 
struction, while maintaining the high- 
est building standards and practices 
recommended by (the home building) 
industry. In so doing,” the citation 
continued, “U. S. Gypsum for half a 
century has served as a constant in- 
spiration to better housing achieve- 
ments.” 


Millett Re-elected President 


Appalachian Hardwood Mfrs. 

T. M. Millett, Louisville lumber- 
man, was re-elected president of Ap- 
palachian Hardwood Manufacturers 
Inc. at the annual meeting January 
16-18 in Cincinnati. J. P. Hamer, 
Kenova, W. Va., won another term 
as vice-president. 

Producers from eight states took 


part in discussions of their trad 
extension and forestry programs. 
Other topics were laminated hard- 


woods, defense needs, federal legis- 
lation and oak wilt. 

T. J. Mitchell, a director of AHMI, 
will continue in 1952 as chairman of 
the Forestry Committee. He is an 
executive of Poinsett Lumber & 
Manufacturing Co., Pickens, S. C. The 
committee directs a conservation and 
utilization program for _ industrial 
forest landowners and saw mill op- 
erators in the Appalachian region. 

Speakers included: George M. Ful- 
ler, vice-president, and Joseph L. 
Stearns, assistant research director, 
National Lumber Manufacturers As- 
sociation; Harold C. Moser, Gamble 
Brothers, Inc., Louisville; Dr. R. P. 
True, West Virginia University; 
Army and Navy procurement officers. 


- NEW Windows 
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, ] for OLD Windows 
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INSTALLS IN ANY WINDO 
WITHOUT TOOLS —— 


The new STAINLESS STEEL 
QUIKI Window Control is a long 
life window control spring that can 
be easily installed in both new or 
old windows. Just the thing to take 
the place of ailing sash cord or 
for low-cost, quality new installa- 
tion. Fits sashes 1%” or thicker. 
No tools, nails or screws are needed, 
and can be installed in old windows 
without removing the sash. Just 
slip it in! Specially designed 
prongs will hold. Only one QUIKI 
Window Control required to each 
sash. Mounted two to an instruc- 
tion card, the QUIKI Window 
Control] retails for 20c a pair. 
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Safe ... Simple... Strong 


Telok 


BRASS WORKS, INC. 


Ask your jobbe 
or write us. 







250 EAST FIFTH STREET 
ST. PAUL 1, MINNESOTA 
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SOUTHERN PINE 
larVaeh Lolo] Mele) ti [c) 


SOUTHERN HARDWOODS 


Urania’s Modern Facilities, 
Backed by Giant Tree Farm, 
Assure You SERVICE 





Urania's completely modern facilities assure 
you well-manufactured lumber. Urania's 
130,000 acres of timberland operated as a 
tree farm assure you a continuous supply 
source. 





The quality of Urania lumber and flooring 
have won an enviable reputation among 
buyers over the past 50 years. 


For lumber and service that few concerns 
can match, call on Urania. 


Straight or mixed cars of Urania Southern 
Pine, Hardwood Flooring and Southerr 
Hardwoods. 

















Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 
CYPRESS 


End-Matched PINE, OAK, - 
MAPLE AND GUM FLOORING 


Modern Moore Kilns — Planing Mill Facilities 





je 


f ROTHERS 
RAH ea ESTES 
MILEY. SOUTH CAROLINA 


ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 

















Jeffreys-MeElrath 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Factory Locations 


Macon, Ga. 
Chase City, Va. 





Milledgeville, Ga. 
Arkwright, Ga. 
Jackson, Ga. 


Keesville, Va. 
Raleigh, N. C. 
Oxford, N. C. 














“WHOLESALER 
FOR OUR LUMBER 








Pine Apple, Alabama 
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Robin Hood is a brand of Oak Flooring that is making 
a name for itself. It is pleasing customers everywhere. 
Robin Hood Brand is well-manufactured from fine, soft- 
textured, kiln dried Oak stock. Graded in accordance 
with NOFMA exacting standards. Note the nail 
groove for easy laying. The center support assures a 
smooth, even floor. 


We are also wholesalers of Southern Yellow Pine, Hardwoods 


and Tidewater Red Cypress. Consult us on your requirements. 





Sole Distributors of Robin Hood Brand Oak Flooring 
Summerville, South Carolina 
Phone 8212-3 P. O. Box 903 
Manufactured by Meridian Wood Products 


Corp., Meridian, Miss. Carolina Hardwood 
Flooring Corp., Summerville, South Carolina 





23)-ROBIN HOOD BRAND DAK FLOORING —> 
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Curtis Announces 
Management Changes 


Important management changes in 
the executive personnel of Curtis 
Companies, Incorporated, Clinton, la., 
were announced recently by G. M. 
Curtis, company president. H. O. 
Sugg, manager of the Curtis Minne- 
apolis Division since 1946, has as- 
sumed management of the newly ac- 
quired Curtis Division at New Lon- 
don, Wis., formerly the American Ply- 
wood Corporation. Curtis purchased 
American Plywood in late December 
of 1951, and that business will be op- 
erated under the name of Curtis Com- 
panies, Incorporated, American Ply- 
wood Division, New London, Wis. 

Mr. Sugg is widely known in the 
lumber and woodwork industry. He 
joined Curtis in 1924, and in 1946, 
he became general manager of Curtis 
Companies, Incorporated, Minneapolis 
Division. He assumed his new duties 
as general manager at New London, 
Wis., in early January. 

C. R. Hunsicker, who joined the 
Curtis organization in 1936, and be- 
came assistant sales manager in 1949, 
will succeed Mr. Sugg as Curtis Man- 
ager at Minneapolis. L. L. Sodeman 
will serve temporarily as assistant 
manager at Minneapolis. 


Laurence Hart Heads 
Legal Aid Campaign 


Laurence Collett Hart, vice-presi- 
dent for Relationships of Johns-Man- 
ville Corporation, has accepted the 
chairmanship of the Building Ma- 
terials Division of The Legal Aid So- 


ciety’s annual Fund Raising Cam- 
paign. The announcement was made 


by R. Gordon Wasson, vice-president 
of J. P. Morgan & Co., Inc., who is gen- 
eral chairman of the 1952 Campaign. 
The Society is asking for $325,000 to 
carry on its work of advising and rep- 
resenting those who cannot afford the 
services of an attorney in private 
practice. 

Mr. Hart who has been with Johns- 
Manville Corporation since 1914, is a 
director and a former president of 
the Producers’ Council, Inc., a mem- 
ber of the Industrial Relations Com- 
mittee of the National Association of 
Manufacturers and formerly served 
on the Construction and Civic De- 
velopment Committee of the Chamber 


of Commerce of the United States. 


This Is Squad's 34th Year 


The oldest bowling team in the 
United States? According to a report 
in the Grand Rapids Herald, it may 


be the timeless Knape and Vogt 
squad of Grand Rapids, Mich. This is 
the team’s 34th consecutive year of 
action. If there are any challengers, 
they’ll have to prove it. And three of 
the men who started with the team 
back in the Fall of 1917 are still with 
it—34 years mind you—that ought to 
be some kind of a record, too. Pic- 
tured above (front row, left to right), 
are the three oldtimers John R. Witte, 
team Captain William A. Fenske, and 
Hubert F. Knape and (back row), the 
three youngsters, Charles P. McDonald, 
John B. Jason and R. Harold 
Slaughter. The other original mem- 





bers were John Gilbo, August Mollo, 
and Harry W. Joling. Fenske, by the 
way, has been captain of the team 
since it was organized. He’s now the 
sixth member. Gilbo organized the 
outfit, working through the YMCA 
when it was promoting bowling in the 
city in 1917. The Knape and Vogt 
five bowled in the Y league first at 
the old Grand Bowling Alleys and 
later at Chinnicks. It moved opera- 
tions to the old West Leonard Rec- 
reation (now Wenger’s Recreation) 
about 17 years ago. It’s been there 
ever since, first in the West Side In- 
dustrial League and now it is the 
Wenger’s Victory circuit. The Knape 
and Vogt team has taken part in a 
number of state and city tournaments 
and four ABC rollings, including 
those at Buffalo, N. Y., Atlantie City, 
N. J., St. Paul, Minn., and Detroit. 





COMPANIES ANNOUNCE 


H. W. (Zip) Neuman, Colonial 
Cedar Company, Inc., manufacturer 
of “Fitite Shakes,” Seattle, Wash., 


announces that his son Ron has joined 
the organization. Ron Neuman had 
been at Washington State College for 
three years. He served in the army 
on two different occasions and was 
released November 25. He will cover 
the Washington territory as sales 
representative for Fitite Shakes. 


The Rucker Company, (Industrial 
Dimension), moved its offices to Room 
1104, Deposit Guaranty Bank Bldg., 
Jackson, Miss. on February 1. The 
announcement was made by J. I. 


(Jack) Rucker. 


John R. Kimberly, vice-president of 
Kimberly-Clark Corporation, Neenah, 
Wis., announced the creation of two 
new sales divisions and the appoint- 
ment of division managers. R. 
Sawtell was named manager of a new 
merchandising division and Abbott 
Byfield will head a new product de- 
velopment division. The organiza- 
tional changes replace the present pa- 
per and wadding merchandising 
divisions. The section will function un- 
der John B. Catlin as general market- 
ing manager. Mr. Sawtell joined Kim- 
berly-Clark in 1933 and had both 
engineering and operating experience 
before being moved into sales in 19389. 
His first major undertaking was to 
assist in organizing the Kimsul sales 
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~ « substantial cash dividends 


e more than 80 branch claim offices 
in U.S. and Canada 


Lumbermens 1 U7 (amy 


Operating in New York state os (American) Lumbermens Mutual Casualty Company of Ilinois 
James $. Kemper, chairman H.G. Kemper, president @ Mutual Insurance Building, Chicago 40 








issue. 





classified 
advertising ... 


. is the quick, economical way to find what 
you’re looking for. Check the classified pages each 
and every issue—you’ll find column after column 
offering real business opportunities. 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 


Every other 
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circucar saws |SOUNDBILT 


Exterior and Interior 
REPAIRED DOUGLAS FIR PLYWOOD 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 
Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 


The original Miner Service 





Write for free Lumber & Log Scale — Dept. A 
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Huther tungsten-carbide 
tipped saws are the keen- 
TANNEWITZ eee est, most efficient blades 

GAUGE 
made and their relentless 
dependability is respon- 
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for Swing Saws 











“~ financial success. 
an 4 , ie) Days Free Trial MAKE EVERY JOB 

: ORDER NOW OR SEND FOR A TOP-PROFIT JOB 
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Huther Bros. Saw Mfg. Co., Inc. 








1290 UNIVERSITY AVE. ¢« ROCHESTER, N.Y. 
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department on a national basis. He 
later became manager of the creped 
wadding division, of which insulation 
sales were a part. Mr. Byfield has 
been with Kimberly-Clark for 13 
years. He joined the sales depart- 
ment in 1950 as product engineer, 
moving from a position as research 
manager for the corporation’s tech- 
nical department. He spent five years 
with the Office of Scientific Research 
and Development during World War 
Il and was one of 22 Wisconsin scien- 
tists and engineers to receive a cer- 
tificate of appreciation from the gov- 
ernment for that service. 


General Steel Warehouse Co., Inc., 
Chicago, Ill., has announced three 
executive personnel changes: G. J. 
Zimmerman becomes general sales 
manager of the company and of all 
divisions. W. O. Buchanan has been 
made sales manager of the company’s 
warehouse steel and brass sales, and 
J. Van Horne becomes sales manager 
of the company’s Gensco Tool Divi- 
sion, selling imported Swedish saws 
and wood chisels, knives and _ build- 
ers’ hardware. The company’s newly 
formed Gensco Chemical Division will 
be headed up by Mr. Zimmerman at 
present, pending future announce- 
ment of a separate sales manager for 
the division. 


J. E. Healey, director of sales for 
the Boston Varnish Company, has 
announced the promotion of O. C. 
Simon, known in the trade as “Jim” 
to the position of Kyanize District 
Sales Manager for New York State 
and Pennsylvania. Jim Simon takes 


over his new assignment with a 
wealth of valuable experience behind 
him—as a building contractor, with 
a small mid-west paint company, 13 
years with Sherwin-Williams; a short 
period as a paint manufacturer; and 
the last five years with the Boston 
Varnish Company. This assignment of 
Simon to a sales executive capacity 
is part of the current Kyanize sales 
policy of making sure that all Kyanize 
franchise dealers are given proper 
assistance and cooperation from a 
management as well as a salesman’s 
level. 

Herbert C. Ramsden, manager, 
Kingsway Lumber Co. Ltd., Van- 
couver, B. C., has been elected as a 
member of the executive staff of the 


Advertising and Sales Bureau of the 
Vancouver Board of Trade. 


Answers to What's YOUR 
Answer? 


Stop! Read Questions on Page 124 


1. Scotch masking tape. Page 2. 

2. Economy ($3,000), slab floor, 
modular design, two walls with- 
out openings, ventilated ceiling, 
adaptability to northern climates. 
Page 70. 

Minnesota and Ontario Paper 
Co. Page 126. 

Malt-A-Matic. Page 128. 
Stanley screen and screen door 
hardware. Page 41. 


Sells Ez-Way Folding Stairways. 
Page 132. 

Portable Electric Tools, Inc. Page 
18. 

Strand. Page 6. 

Multa Kolor. Page 125. 


Perimeter with glazed clay tile. 
Page 90. 





HOME BUILDERS OPTIMISTIC 
DESPITE NEW PROBLEMS 


(continued from page 80) 





ment, recreation room and hall- 
way. 

8. More coordinated color 
schemes resulting in a variety 
of appearance throughout a 
subdivision or community. 

9. Increased use of new type 
concrete slab foundation in 
areas where unstable soil con- 
ditions are found. These slabs 
are engineered so that if the 
outside foundation shifts, all in- 
side parts of the foundation will 
shift proportionately. 

10. Continuance of the trend 
towards built-ins. Prices of 
homes may be expected to rise 
in 1952, Brockbank admitted, 
since costs have not leveled off. 











KIRBY 


Lumber Corporation 


so SIMPLE — SO FAST 
NOTHING 
CAN EQUAL IT! 


Pi 


@ Yellow Pine 
@ Southern Hardwoods 


DEALER AND JOBBER ig 
INQUIRIES é 
INVITED 


It onmaFLlaSsth 
Simply jab FLASH BRIDGE into position; give it a 
‘thrust with the butt of the palm—then, drive home 
the two nails in the bottom plate that will anchor 
it firmly, forever. Made of cold rolled steel, rust 
treated. Can be bridged as easily with floor laid 
as without! . 


Flash Bridge Company « Holland, Mich. 


ALIFORNIA | “crim \ Wout | 


SUGAR & WESTERN DEFENSE PROJECTS 


RETAIL LUMBER YARDS 
PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Selects and : 
Pin cE Shop : hs I 


California Ponderosa Pine ee : a 
Mouldings — out Stock 


"A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 





Pat. Pending 


"Is it as Good as Kirby's?” 























“tn the Heart of 
The Deep South” 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 

Pattern Lumber 
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